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‘Comfortable From First Step’ 


George Geuting Works Out New Policy to 
Overcome the Male’s Mental Hazard 


HE attitude that 
gives rise to the re- 
mark, “I’d_ rather 


take a licking than buy a 
new pair of shoes,” has 
kept thousands, yes, mil- 
lions, of men from pur- 
chasing new footwear 
when they needed it. Con- 
sciously or unconsciously, 
men have, for years, pro- 
crastinated in their foot- 
wear purchasing merely 
because they “hate like the 
devil to break in a new 
pair of shoes.” 
With that as a starting 
point, George N. Geuting. 
who has charge of the 
men’s business for the 
well known Geuting firm 
in Philadelphia, has de- 
vised a new merchandising 
policy that is winning 
through to a glorious suc- 
cess. After all, the test of 
any plan or policy is in its 
actual operation. This 
plan works—it actually is 
bringing in the business. 
“All of us in the men’s 
shoe game,” says Mr. 
Geuting, “know that men 
have a natural prejudice 
against buying a new pair of shoes. 
It is different with women. They 
like to shop. They like the feel of 
new shoes on their feet. Not so 
with the average man. Now, what 
we men’s shoe men have to do is to 


George N. Geuting 


break down this mental hazard that 
is keeping us from our rightful 
share of the average man’s money. 
We have to cut away his prejudice 
against buying a new pair of shoes. 
Reduced to its simplest terms, this 


means merely that we have 
to make it easy for Mr. 
Average Citizen to walk 
into our stores, get fitted 
to a new pair of shoes, 
and walk out feeling com- 
fortable. We have got to 
see that his new shoes are 
comfortable from the first 
step. There’s the idea in 
a few words, which may 
well serve as a slogan for 
the men’s footwear indus- 
try from now on—‘Com- 
fortable from the first 
step.’”’ 
Pacing up and down in 
a narrow office tucked away 
in the top of the Geuting 
store on Market Street, 
Philadelphia, Big George, 
thinking aloud, expanded 
on this theory. 
“Men are canny about 
buying shoes,” he said. 
“Shoes are usually the last 
things they buy. They get 
all the rest of the outfit 
and-then reluctantly drag 
their feet into a shoe store 
for a new pair of shoes. 
That’s the action of the 
average man. Women, 
though, delight in buying 
new footwear. I had a woman come 
to my desk not long ago with a com- 
plaint. She had bought a pair of 
shoes which were not her size. She 
wore a5 A. She had picked a shoe 
out of the window, a sauterne and 


[CONTINUED ON PAGE 43] 
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Every Wearer of Shoes Should 
Know These Facts 


(The Agricultural Extension Ser- 
vice and University of California re- 
cently issued a circular for use in 
shoe demonstrations. A_ lecturer 
goes about the state delivering talks 
on feet and shoes and uses the cir- 
cular to illustrate the lectures. A 
retail shoe merchant of Berkeley, 
Cal., Harold W. Johnson, cooperated 
with the University in the prepara- 
tion of the circular, supplying chil- 
dren’s shoes of good types for pho- 
tographing. 

The circular is one of the most 
interesting and instructive pieces of 
printed matter THE RECORDER has 
seen for some time. The text is well 
done, written by an authority, Ethel- 
wyn Dodson, in a manner that is 
understandable to anyone. This cir- 
cular was copied by the Iowa Ex- 
tension service for use in its similar 
work. 

Its purpose, as stated in the pre- 
amble, is to aid in 
developing healthy, 
normal feet for in- 
fants and growing 
girls and boys, and to 
maintain good feet 
for adults.—Editor’s 
Note.) 


The Normal Foot 


HE foot is a 
flexible structure 
consisting of 26 


bones held’ together 
by muscles and liga- 
ments in the form of 


By Ethelwyn Dodson 


of the Extension Service, College of Agriculture, University of California 


a springy arch supported by the heel 
at one end and the ball of the foot at 
the other. This is known as the 
longitudinal arch. (Fig.1.) Across 
the ball of the foot is another arch 
known as the anterior arch. (Fig. 
2.) Note: There is no normal type 
of arch. The height and shape are 
of no value in determining the use- 
fulness of the foot. The number of 
high, medium, and low arches found 
in normal feet is practically the same 
as found in feet with weakened 
arches. 

The toes fall straight ahead in 
standing and walking. The great 
toe acts as lever and the four small 
toes rest on the ground as though 
clinging, not crowded or overlapped. 
There is space between the great and 
second toes. (Fig. 3.) 

Bone Formation of the Normal 
Foot: The layer of cartilage remains 
between the shaft and the end of the 


bones until the latter have attained 
their full. adult length. Compare 
bone formation in the X-rays of a 
14 month infant, 3 year old child, 6 
year old child, and adult. (Figs. 4, 
§, 6, 7.) 

Infants 


A. Development and care of Feet: 

1. Develop good bone structure and 
muscle tone through proper nutri- 
tion. Note: Bow legs are an evi- 
dence of rickets. The poor muscular 
and skeletal development of a flabby 
baby rather than the overdevelop- 
ment and over use of the legs and 
feet is often the cause of bow legs. 
(Direct sunshine, cod liver oil and 
raw egg yolks properly used are 
recognized cures for rickets.) 

2. Rest feet during the morning 
as well as during the afternoon. 
Overfatigue hinders muscular de- 
velopment. 

8. Allow infant to 
begin walking only 
when ready of his own 
accord. The bones and 
muscles are still weak 
and may be injured 
by too much work. 
(Fig. 4.) 

4. Do not allow a 
young child to walk 
beyond his strength. 

5. Allow infant to 
walk _ barefooted 
whenever conditions 
are favorable. 

6. Allow infant to 





June 12, 1926 


Fig.8 


walk naturally, toe straight ahead. 

7. Bathe and dry feet thoroughly 
every day. Trim toe nails straight 
across to avoid ingrowing nails. 

B. Stockings: 

1. Wear no stockings or bootees 
unless for warmth. 

2. Have stockings or bootees large 
enough for free toe action, one-half 
inch longer than foot. (Fig. 8.) 

8. Discard stockings which crowd 
toes. 

4. Select cotton stockings unless in 
a very cold climate, when wool is pre- 
ferable. . 

5. Wool stockings should be kept 


in size and shape by careful wash- 
ing and drying over a stocking mold. 

C. Shoes: 

1. Wear no shoes until ready to 
walk. 

2. Select soft-soled pliable shoes 
shaped like natural outline of baby’s 


foot. (Fig. 9.) Avoid slippers. 

8. Select shoe with roomy toe— 
the moccasin type is good. (Fig: 10.) 
A shoe may have the correct shape, 
length and width but crowd the toes, 
due to a skimpy upper. (Lower shoe, 
Fig. 10.) 

4. Have shoe 1 inch longer than 
foot and %4 inch wider; better too 
long than too short. 

5. In case the heel rubs, the coun- 
ter may be padded by gluing in fitted 
pieces of chamois skin. 

6. Patent leather shoes or slip- 
pers retard the evaporation of mois- 
ture from the feet. 


Growing Girls and Boys 
Ages 2 to 18 Years 

A. Development and Care of Feet: 

1. Develop good bone structure 
and muscle tone through proper nu- 
trition. 

2. Go barefooted whenever pos- 
sible. 

3. Toe straight ahead when walk- 
ing. (Fig. 11.) Toeing out weakens 
the ankles and the arches and hin- 
ders speed when walking. (Fig. 12.) 


Fig. 9 


4. Examine feet occasionally after 
removing shoes which have been 
worn during the day for spots caused 


BOOT AND SHOE RECORDER 


Fig. 10 


by rubbing or pressure, and for toe 
crowding. Judge shoes and stock- 
ings accordingly. 

5. Use foot brush with daily foot 
bath. This promotes circulation and 
foot health. 

6. Trim toe nails straight across 
and flush with the ends of the toes. 
This prevents ingrowing toe nails. 

7. Care should be taken to keep 
child from overtaxing feet during 
convalescence from any disease, chil- 
dren’s diseases as well as others. 
Weakened muscles put greater strain 
on the ligaments, resulting in flat 
feet. 

8. Rest feet during the day; over- 
fatigue weakens the feet. 

B. Stockings: 

1. Select well shaped stockings 
one-half inch longer than the foot. 
(Fig. 8.) Avoid tight garters. 

2. Discard stockings which are 
crowding toes. 

C. Shoes: 

1. Have foot measured, weight 
bearing, every time new shoes are 
purchased. (Fig. 13.) 

2. Have child stand barefooted on 
paper and draw outline of foot. 
(Fig. 14.) Cut this out. Compare 
with shape, length and width of shoe 
being worn or purchased. Figs. 15 
and 17 show correct size and shape; 
Figs. 16 and 18 incorrect size and 
shape. 

8. Secure shoes shaped like the 
foot with full uppers allowing toe 
freedom. (Figs. 15 and 17.) 

4. Have shoes fitted 1 inch longer 
than the foot. The width should be 
4, inch wider than the foot until the 
twelfth year, then the same as that 
of the foot. Figs. 17 and 18 show 
how shoe may allow or hinder foot 
development. 

Note: In Fig. 19, an X-ray of a 
five year old child, the alignment of 
the bones is not straight. This con- 
dition in 80 young a child may be 
corrected by right shoes and stock- 
ings and the practice of foot hygiene, 





Fig. 14 


resulting in strong, healthy feet. 
Fig. 20 is an adult’s foot which is 
misshapen .due to misfitted and ill 
shaped shoes. The ligaments of the 
foot are stretched and the bones have 
changed their shape by long con- 
tinued strain. 

5. Select shoes with flexible soles. 
Avoid stiff hard soles. 

6. Avoid too heavy shoes for smal] 
boys as well as girls. The extra 
weight gives too much additional 
work for the leg muscles and is a 
cause of fatigue. 

7. Select low shoes to develop 
strong ankles and to insure free foot 
circulation. 

8. Select oxfords or barefoot san- 
dals rather than slippers. Avoid 
slippers which press down the flesh 
along the upper edge, as shown by 
the bulging of the flesh above. 

9. Patent leather slippers retard 
evaporation of the moisture from the 
feet. 

10. Heels: Secure spring heels 
as long as they can be obtained, at 
least until the eighth year; then 
broad, low heels not over % to % 
inch for the growing child with 1 
inch maximum for the high school 
girl or boy. 

Note: Under the direction of an 
orthopedic physician, 
some foot deformities 
may be corrected by 
alteration of the heel. 

-11. Avoid high 
heels. The foot is 
thrown in an unnatu- 
ral position by high 
heels, which causes 
the ligaments and 
muscles to be stretch- 
ed, lessening the elas- 
ticity of the arches 
and weakening the 
foot. (Fig. 22.) High 
heels retard efficiency 
in walking. 

12. Keep shoes in 
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repair. Air at night. Use shoe trees. 
Dry slowly when wet. Keep polished. 


Adults 


A. Care of Feet: 

1. Provide the best type of shoe 
for the foot during the working 
hours. 

2. Avoid high heels for working 
hours. Secure comfortable height. 

3. Discard shoes which are making 
trouble and are uncomfortable. 

4. Toe straight ahead when walk- 
ing. (Fig. 11.) Toeing out weak- 
ens the arch. 

5. Avoid unnecessary use of feet 
in standing and,walking. Sit at 
work whenever possible. 

6. Rest feet during the day. 

Note: A good way to rest tired 
feet during the day is to remove 
shoes and stockings and to lie on 
the bed with the legs at right an- 
gles to the body against the head- 
board of the bed or the wall. 

7. Do not overtax feet during any 
abnormal physical condition, or dur- 
ing convalescence from an illness. 
The muscular and ligamentous sup- 
port is diminished and if overworked 
may result in muscular atrophy and 
loss of muscle tone. 

8. Avoid overweight. As the 
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Fig. 16 


weight increases rapidly above nor- 
mal, the ligaments and muscles of 
the feet do not increase in strength 
sufficiently to carry the extra weight. 

9. Bathe feet daily with warm 
water and soap. Scrub thoroughly 
with foot brush to stimulate circula- 
tion. Feet may be toughened by 
soaking in salt water. 

10. Trim toe nails straight across; 
file off rough edges with nail file. 

B. Stockings: See notes on stock- 
ings under Growing Girls and Boys. 

C. Shoes: Select shoes which main- 
tain good feet—any shoe which meets 
all the following requirements: 

1. Straight inner line. Check by 
holding both shoes in the hands, 
soles up and inner edges together 
with heels and balls touching. Note 
the amount of divergence of the in- 
ner lines of the toes. The less the 
better for the great toe. 

2. Broad roomy toe in sole and 
upper; no pressure from toe cap or 
seam. Compare with shape of foot. 
Fig. 24, shoe with good toe room; 
Fig. 21, crowded toe room. 

3. Broad low heels, 34 inch to 114 
inch. (Figs. 25, 26.) Rubber heels 
are satisfactory. 

Note: The height depends upon 
what the foot has been accustomed 

to. In case heels are 
too high for comfort 
and efficiency the 
height should be re- 
duced gradually and 
proper foot exercises 
taken. 

4. Low cut shoe 
permits free use of 
ankle and free circu- 
lation. (Figs. 25 and 
26.) 

5. Correct length 
and width. Have feet 
measured, weight 
bearing, each time 
shoes are purchased. 
(Fig. 13.) The length 
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Fig. 21 


should be 1 inch longer than the 
foot. The width not more than 4 
inch narrower. 

Note: Flexible shanks allow free 


Fig. 22 


action of arch muscles. They .are 
yood for healthy, normal feet. Sick 
feet with weak or broken arches 
need the advice of an orthopedic 
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physician or competent surgeon. 
Shoe Care: Keep the heels leveled. 
Replace worn linings. Air. Dry 
slowly. Polish. Use shoe trees. 


“Comfortable From First Step” 


[CONTINUED FROM PAGE 39] 


blond combination, which was ex- 
actly what she wanted. Unfortu- 
nately we couldn’t fit her in her size. 
We did have a 414B and a 5AA of 
this shoe in stock. She took one of 
them, refusing the salesman’s sug- 
gestion of another pattern. Then 
she came back, complaining about 
the fit of the shoes, but all the time 
she poured forth her complaint she 
kept the shoes tightly clutched 
under her arm. She was going to 
keep them. Can you imagine a 
man doing that? Not on your life. 
He would have fired the shoes at 
me, told me to go to blazes and 
would have walked out of the store 
firmly resolved never to trade here 
again. His first thought would 
have been for comfort. Why do we 
see men all dressed up in new 
clothes, a new hat, and wearing a 
pair of old shoes? The answer is 
comfort. 

“Now my point is this—if men 
want comfort, let’s give it to them. 
We have seasonable shoes for men 
and we have plenty of style in the 
men’s game now. Let’s make a drive 


on comfort. The lightweight shoe is 
a step in the right direction. The 
plain toe shoe with the soft toe, is an- 
other, the round roomy toe is an- 
other. Even on the heavy grain 
leathers, we can and do put rocker 
bottoms to make the shoes more 
comfortable. 

“Now, let’s go out and tell the men 
that we have comfortable shoes for 
them. That they can come into our 
shops and buy shoes that need no 
breaking in. I have been doing it, 
and it is bringing résults. For some 
time I have been preaching this 
gospel of comfort in my advertise- 
ments and in other ways.” 

One of the other ways to which 
Mr. Geuting referred, is a “stunt” 
that might well be emulated by other 
shoe men. He has written a series 
of three letters to the entire mem- 
bership of the Penn Athletic Club, 
of which he is a member, driving 
home this gospel of comfort in foot- 
wear. 

Here is a typical example of the 
kind of letter Mr. Geuting writes to 
his men customers: 


Dear Sir: 

There is a psychological reason 
why the average man defers the pur- 
chase of a new pair of shoes. He 
enjoys selecting a new hat, being 
fitted to a new suit of clothes, 
choosing his shirts; but, gee, how 
he does dread to step into a new 
pair of shoes. 

He thinks — 
them in.” 

No longer is that true; if the shoes 
are bought at Geuting’s. Years of 
study, years of careful observation, 
wears of technical cooperation with 
shoe craftsmen have evolved a series 
of lasts and a technique of shoe 
making which now enables a man to 
have “comfort from the first step” 
in a new pair of shoes. 

This applies to our wide variety 
of dress, business and sport shoes. 
If you will ask for me personally, 
Mr. Baker, I shall be glad to demon- 
strate to you how comfortably you 
can be fitted with a new pair of 
shoes, in which you can “walk out of 
the store.” 


“I’ve got to break 
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Don’t Clear:Too Early 


HE great word in Paris today is “chic” and as 
Will Rogers might have said, “It is an abbre- 
viation for the American word ‘chicken’” and it 
covers “a multitude of limbs,” for the prettiest age 
of footwear commences June 21, the first day of 
summer. There is such a thing as knee visibility, 


but all eyes are on summer footwear. The charm 
and delight in possessing pretty shoes has given us 
the trite fashion saying “no woman ever got 
enough pairs of shoes.” 

Winter turned a cold shoulder on spring this 
year, and Miss Summer blossoms out on her natal 
day, June 21, in the finest array of footwear that 
this country has ever seen. The reason for this is 
in the expressiveness of footwear. They are worn 
for the occasion. There is the right shoe for the 
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daytime wear, the right shoe for sport and the-very 
right shoe for evening wear. 

Ankles have achieved a place in the eye of fash- 
ion of major importance. There is no limit to the 
amount of style in footwear this summer. Pretiy 
footwear is the greatest emphasis of personality of 
the wearer than any other article of apparel, for 
its selection indicates immediately the good taste 
and standing of the individual. 

The whole world acknowledges its gratitude to 
American footwear as a standard of better living. 
It is interesting to note that a better and more 
beautiful shoe can be obtained in America at a 
price equivalent to a day’s wage than is possible in 
any other part of the world. 

With all these in your favor—don’t start slash- 
ing prices of pretty shoes when there is profit to 
be made this summer. Get a profit on the shoes 
that took so much effort and capital to buy. 


Inevitable Failure for Some 


HE cheery optimist who wants to believe that 

which is pleasant for him says: “Oh, it’s all 
a case of the survival of the fittest. The strong 
will survive and the weak will perish.” (That 
sounds good just as a saying, but what will hap- 
pen to the unfit? When one of them fails someone 
gets hurt. Every failure reacts against the whole 
trade. Every failure means the total loss of so 
many dollars. It may be an inheritance or bor- 
rowed money, but whatever its source that money 
is gene forever. 

Many a young man has saved and starved to get 
enough money ahead to start in business for him- 
self. He has put in years of toil and deprived him- 
self of comforts, perhaps necessities, to acquire a 
working capital. He listens to a siren voice that 
persuades him to invest his small capital in a shoe 
store. By his very nature he is unfitted to be a 
merchant. He may be ever so good a salesman, but 
his knowledge of merchandising is so limited that 
he is predestined for failure. After a short period 
of being a merchant he suddenly meets with fail- 
ure. His disaster may figure small in the eyes of 
the big fellow, but to him it is a tragedy. His life 
is in ruins. Never again will he arise above that 
calamity. He ends his days as a clerk or leaves 
the business world entirely to become a laborer or 
day worker. 

That is the sentimental side of it. But what of 
the other, the hard, cold business side? In the 
train of that failure follows a score of losses, the 
owner of the store building, the fixture man, the 
shoe manufacturer, the shoe jobber, the hosiery 
manufacturer, the finding house, dozens of others 
also sharing in the loss. 

Should not such a failure serve to warn rather 
than to encourage further ventures of that char- 
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acter? It seems not. The story is repeated day 
after day. The singed cat seems to love the fire. 

Within a few days a man said: “I can open a shoe 
store tomorrow if I choose. I know a traveling 
salesman who will get a line of credit for me. I 
can get a stock of shoes on consignment—pay for 
them as I sell them.” Investigation of that man’s 
record disclosed the fact that he had no less than 
two failures to his credit. He had not even been 
capable of managing a small shoe department. He 
was working as a shoe clerk when he made the as- 
sertion that he could open a shoe store tomorrow 
if he chose. 

As the old-timer said: “Whither are we drift- 
ing?” 


Balancing Business and Fun 


HE shoe convention is a great institution. It 

has been vastly profitable to a great number 
of shoe merchants. The improvement in the 
quality of the convention is marked. Time was 
when a convention of shoe men was regarded as a 
gathering of the clans for “a good time.”  Pat- 
terned somewhat after the annual affairs of the 
Elks and Shriners, the annual get-together of shoe 
men was rather a hilarious affair. Stag parties, 
boxing matches, theatrical revues, jazz and jollity 
were featured as attractions. As time went on 
the more sober minded of the shoe men felt that 
more business and less fun would profit them to 
a greater extent. Gradually the programs were 


toned down. Educational features were extended. 
Real meat was placed in the sandwich. Today a 
shoe convention is largely a sober, business-like 
affair. 

It is conceded that men must have some relaxa- 
A little nonsense mixed with 
But there 


tion from dull care. 
the affairs of life is good for everyone. 
is always a happy middle 
ground that should be ar- 
rived at. Committees hav- 
ing charge of arrange- 
ments for conventions 
should consider carefully 
the needs and desires of 
the greatest number. And 
the greatest number of 
shoe men attend conven- 
tions to be instructed, to 
gain helpful knowledge, to 
learn — not to be enter- 
tained or dined. 

It is regretable that the 
average committee starts 
with this idea foremost: 
“We must show the boys a 
good time.” Entertain- 
ment is apt to come first in 
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their calculations. Really that feature should be 
the last consideration. 

The RECORDER respectfully suggests the follow- 
ing as groundwork for the committees having pro- 
grams and arrangements in charge for future con- 
ventions: 

First: Business. Second: Constructive and edu- 
cational program. Third: Business. And finally 
entertainment. In other words let the first days 
of the convention be devoted to transaction of nec- 
essary business and earnest discussion of the shoe 
man’s problems, and after that, if the visiting 
merchants seem to desire it, fun and relaxation. 

The banquet seems to be a popular method of 
winding up a convention. The annual dining and 
“loosening up” is a fine feature. But it should be 
deferred until the very last moment. Golf playing 
is a fine sport but it should not interfere with the 
more serious purposes of the convention. Style 
shows and parades are interesting and attractive 
but they may be carried to extremes. The commit- 
tee in its eagerness to “put on a good show” may 
overshadow all else in its pageant. Time devoted 
to looking at salesmen’s samples is time well spent. 
But even that feature of a convention may be over- 
played. 

One of the most successful and, to its members 
the most profitable organizations, is the Associa- 
tion of National Advertisers. This must not be 
confused with the advertising clubs. It is entirely 
different. This association is composed of the 
advertising and salesmanagers of manufacturers 
of national scope. The membership consists of 
about 300. Two conventions, or meetings, are 
held a year. The meeting places are always in a 
small city, away from the noises and distractions 
of the bright lights. Those advertising and sales- 
managers get together and have a three-day ses- 
sion devoted exclusively to business. No conven- 

tion has ever asked any 
city or organization for 
funds to defray the ex- 
penses of the meeting. 
Once when this association 
was to meet in Boston the 
secretary of the Chamber 
of Commerce asked the ar- 
rangements committee: 
“What can this chamber 
do for you?” To his sur- 
prise the answer was: 
“Nothing at all, thanks.” 
‘ There is food for thought 
in this. Why ‘can’t the 
shoe trade hold its conven- 
tions along business lines 
with the side-shows elimi- 
nated? Time is valuable 
and should not be wasted. 
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California Merchants Talk 
Style at Big Meeting 


Straps and Patent Given First Place 


HE eighth annual convention 

of California Shoe Retailers 

Association opened at the St. 
Francis Hotel in San Francisco June 
7 at 11 o’clock. Convention Chairman 
Rogers introduced President Wil- 
liams, who delivered his annual ad- 
dress in which he urged all shoe men 
of the State to rally to the organiza- 
tion. President Williams stressed 
the value of the convention as educa- 
tional and profitable to retailers. 
The report of Secretary-Treasurer 
Wills showed a sound financial con- 
dition of the association. 

At the noon luncheon meeting the 
speakers were C. A. Moder, presi- 
dent of the Southern Shoe Travelers 
Club; Clarke Browning, president of 
the Pacific Coast Shoe Travelers 
Association; Frank B. King, past- 
president of the National Shoe 
Travelers Association, and Buford 
Jones of Boston, who delivered a 
message from the East. After 
luncheon the convention went into 
session on the style report and after 
considerable discussion adopted the 
style committee’s recommendations, 
which had been previously drafted, 
with a few slight alterations. Max 
Streicher led an open forum on 
return goods, after which adjourn- 
ment was taken to 8 o’clock then the 
style shoe and revue was put on the 
runway in the Colonial Ballroom. 


For two hours the most beautiful. 


and novel in footwear was shown to 
a large assemblage of enthusiastic 
shoe merchants and their ladies. The 
models were well selected and met 
with great applause. Max Streicher 
was hurried down the runway on 
the arm of President Williams, who 
declared this was “the best show 
ever given in California” and that 
Streicher was “the greatest show- 
man on earth.” Dancing was now 
indulged in until a late hour and the 
first day of the convention closed 
in a blaze of glory. 

Tuesday morning was given over 
to the traveling salesmen. Harry 
Locey was chairman of the luncheon 
meeting. The speaker was Fred H. 
Mantor, manager of the Better Busi- 
ness Bureau of San Francisco, who 
delivered an excellent address on 


“What Is the Matter with Shoe Ad- 
vertising?” He emphasized the 
thought that shoe ads were “shooting 
over the heads” of the people. One 
of the points of his speech that 
brought a laugh was on the reptilian 


Harry A. Gibson, chairman, 
Women’s Style Committee, Cali- 
fornia Shoe Retailers Association 


leather situation. Mr. Mantor sug- 
gested that shoe men might bring 
out some new leather by going back 
to prehistoric times and adopting the 
dinosaur and other animals of that 
reptilian age. 


HE afternoon meeting was de- 

voted to open forum discussions. 
Clarence Fontius led on the subject 
of cooperative advertising by retail- 
ers in group or local associations. 
This was a profitable forum and 
brought forth many interesting 
phases of the subject. Following 
this, Paul Jesberg led a discussion 
on “Overhead and Finance” which 
proved to be one of the most inter- 
esting and instructive discussions of 
the convention. Melville Kaufman 
then conducted a forum on “Sales- 
men’s Compensation Training and 
Minimizing Labor Turnover.” At 
five o’clock, the convention adjourned 
to Wednesday. Tuesday night was 
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an open date and was called Friend- 
ship Night. 

At the Wesnesday luncheon Rich- 
ard Neustadt, managing director of 
San Francisco Retail Merchants 
Association, spoke on merchandising 
problems. The forums of the after- 
noon were lead by Al Gude, who had 
as his subject “Merchandise Rec- 
ords” and was followed by Chester 
Herold on the subject of “Market 
Possibilities and the Future of Re- 
tail Business.” Harry Ballentine 
interested the session with a good 
speech on how to sell more men’s 
shoes. Closing talks were made by 
R. P. Conley for shoe departments 
versus individual stores, with V. 
Metzger for the individual or 
specialty shoe store. Reports of 
committees and nominations for di- 
rectors followed and election of new 
president and other officers was held 
by directors at a later hour. 


HE annual banquet was held at 7 

o’clock with William J. Ahern as 
the principal speaker. New officers 
and directors were introduced. 
Thursday was given to golf. Many 
beautiful and costly trophies were 
given to winners. Names of new 
officers will be given in next week’s 
issue of the BooT AND SHOE RE- 
CORDER. Total registrations of re- 
tail shoe merchants was 160 and 
traveling salesmen over 100. This 
sets a new record for California and 
this was the most successful conven- 
tion according to the opinion of the 
merchants assembled. 

Here is the report brought in by 
the style committee, prepared in a 
long session at the St. Francis Hotel, 
beginning at 6:30 p. m., June 6 and 
running over into the next day. 


Women’s Style Shoes 
Patterns 


1—Straps. 
2—Lace effects. 


1—Medium toes. 
2—Full toes. 
8—Medium narrow toes. 
Heels 
1—Cuban, 14/8 to 16/8. 
2—Louis, 17/8 to 20/8. 
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Materials 


1—All patent leather. 
2—Trimmed patent leather. 
3—Colored leathers. 
4—Reptilian leathers. 
5—Satins. 

(Colored kids grade in shade 
trom blonde to brown and the rep- 
tilian leathers include both the gen- 
uine and simulated.) 


Women’s Evening Slippers 
Patterns 
1—-Straps. 
2—Pump effects. 
Lasts 
Same as for style shoes. 
Heels 
Low—13/8 to 15/8. 
High—17/8 to 20/8. 
Materials 
1—Silver kid. 
2—-Silver brocade. 
3—Paisleys. 
4—Fancy embossed leathers. 
5—Satins. 


6—Gold kid. 
7—Gold brocade. 


(Satins include colored and white, 
the latter to be used for dyeing.) 


Women’s Conservative Shoes 


Patterns 
1—Straps. 
2—Tie effects. 
3—Gored effects. 


Lasts 
Medium toe. 
Heels 


12/8 to 14/8. 
Materials 


1—Black kid. 
2—Colored leathers. 
3—Patent leathers. 
(The committee recommends more 


style in conservative footwear. The 
colored leathers recommended shade 
from blonde to brown.) 


Sport Shoes for Street 
or Country Wear 


Patterns 
1—Oxfords. 
2—Tie effects, 
3—Straps. 
Lasts 


1—Medium toes. 
2—Full toes. 
Heels 


Spring to 12/8. 
Materials 


1—Tan leathers. 
2—Colored leathers. 
3—Reptilian leathers. 
4—Buckskin. 
(Including both plain and 


trimmed.) 


Juvenile Styles for School Wear 


Patterns 


1—Oxfords, fancy cut-outs. 
2—Strap effects. 
3—Step-ins. 


BOOT AND SHOE RECORDER 


Materials 
1—Calfskin. 
2—Elk. 
38—Reptile trims. 
4—Patents. 


Children’s Dress Wear 


Patterns 
1—Straps. 
2—Step-ins. 
38—Gores. 
Leathers 
1—Patent. 
2—Calf. 
38—Fancy trims. 
4— Whites. 


Children’s and Misses’ 
School Wear 


Patterns 
1—Oxfords. 
2—Straps. 
38—Boots. 

Materials 


1—Elk. 
2—Calfskin. 
38—Grain leathers. 


Children’s and Misses’ 
Dress Wear 


Patterns 
1—Straps. 
2—Step-ins. 
3—Some boots and fancy tops. 


Materials 
1—Patent leather. 


2—Reptile trims. 
3— Whites. 


Youths’ and Boys’ School Wear 
Patterns 
1—Oxfords with heavy stitching. 
2—Some boots. 
Materials 
1—Grained leathers. 


2—Elk. 
3—Boarded leathers. 


Youths’ and Boys’ Dress Wear 


Patterns 
Oxfords. 
Materials 


1—Patent leather. 
2—Gun-metal calf. 


Note 


Boys’ styles will follow the gen- 
eral trend of men’s styles. Style is 
paramount in girls’ shoes. Broader 
toes and shorter vamps are correct. 
Spring heels are favored up to size 
18, then % heels to Misses’ size 2. 
Growing girls’ shoes need a lot of 
attention and shorter vamps with 
10/8 to 12/8 heels are recommended. 
Flexible soles are important to give 
muscular action to the little ones 
up to Misses’ size 13, in play shoes. 


Men’s Shoes 


In men’s shoes the committee goes 
on record as being against any turn- 
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ing toward darker shades and recom- 
mends the continuance of colors as 
at present. Blacks are regarded as 
a menace to volume sales. Regard- 
less of tendencies that are appear- 
ing in the East, the committee puts 
itself on record as being in favor 
of strictly California type shoes. 
There will be very little change in 
lasts and the big demand will be for 
balloons of the modified type, but 
not for the short vamp, so called 
“cow’s foot” type. The popularity 
of the blucher will make balloons 
and modified balloons the big na- 
tional last, in the opinion of the 
committee. 

“It is a mistaken idea,” says the 
committee, “that balloons are slip- 
ping fast in medium and lower 
priced shoes. The lasts recommended 
are, in order, modified balloons, with 
considerable spring in the forepart, 
the brogue, the squarish-French and 
a good English last. The new 
English custom, flat forepart last 
should be reserved for the highest 
priced lines. Stick to balloons in the 
$6 to $8 and $8.50 shoes. In colors, 
the shades during fall and winter 
tend toward darker tones, but the 
lighter shades are better. Shades 
with too much red in them should 
be regarded as dangerous. Soft grain 
leathers will be good in California. 
Light weight shoes are gaining in 
popularity. Boots are slipping fast 
and are not recommended. Few re- 
tailers are adding lines which in- 
crease their investment.” 


The make-up of the style com- 
mittee, which brought in the report, 
was as follows: 


Women’s Style—Harry Gibson, 
Chairman. C. H. Baker, Earle C. 
Brown, C. R. Garwood, Al Gude, 
Michel Levy, M. Mandel, J. H. Mit- 
tenthal, Max Streicher, H. A. Ballen- 
tine, Frank Bush, Harry Grossman, 
William Kaufmann, Harry Locey, 
Jim McGiffin, Max H. Sommer, Fred 
White. 


Men’s Style—A. B. Young, Chair- 
man. H., A. Ballentine, Paul Jesberg, 
Fred Newcomb, Louis Reis, W. D. V. 
Smith, Russell Werner, Al Gude, Jim 
McGiffin, Edw. S. Pracna, E. A. Skid- 
more, Max H. Sommer, Geo. Young. 


Children’s Style — Ralph Baker, 
Chairman L. G. Brayton, Harold 
Katschinski, Russell Werner, C. M. 
Dobyns, Claude Owen, P. E. Woods. 
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This World Has No Room for 
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the Lazy Man 


(This is the fourth of a series by 
Mr. Prather, all dealing generally 
with the causes of failure or the 
reasons for success in the mercan- 
tile world. The next installment, to 
appear in an early issue, deals with 
the “business grouch,” of whom the 
cartoonist says: “There’s one in 
every office.’—Ed. Note.) 


ness right here. That is one of 

the contributing causes of 
failure. Perhaps it is one of the 
biggest factors, after all. 

First, lazy-mindedness. The person 
so afflicted does not read. He is too 
tired at night. He must have re- 
laxation, so he goes to a trashy 
movie, or plays a dozen games of 
pool with the loafers. Maybe he just 
sits at home and scans the papers 


ET’S tackle the subject of lazi- 


until he falls asleep in his chair. Too 


lazy to think. Too lazy to read. This 
man does not take the BooT AND 
SHOE RECORDER. He has no time for 
such truck. He did take it once but 
he never had time to read it. So he 
cut it out. 

What does he read? Nothing 
much. He skims the head lines to 
see who has been murdered that day. 
Does he ever turn to the editorial 
page to get an idea of big affairs 
or of national doings, or 
opinions of wise people? Not 
on your life. That’s “apple 
sauce.” 

Second, physical laziness. 
When he gets to the store in 
the morning he is tired. He 
goes to his desk and sits 
down. Too tired to walk about 
and see how things look. 
Presently he wants to smoke. 
He goes out back and sits on 
a packing case and inhales a 
few fumes of a cigarette. . 
Then he returns to his desk 
and sits again. Most of the 


time he sits. His pants wear 
out in the rear long before 
the bottoms of the cuffs are 
frayed. One of the clerks ap- 
proaches to have something 
O. K’d. Does he look at the 





By R. L. Prather 


slip. Not him. He scrawls his O. K. 
and returns to his day dream. It 
might be his own death warrant 
he is signing. . 

The lazy man will fail because he 
has not the ambition to succeed. 

Some of the biggest stores now 
place the buyer’s desk off in a dark 
corner, in a comfortless, obscure 
place, with a small desk, and a very 
uncomfortable chair. You wonder 
why until you come in contact with 
some of the lazy bones. That little 
office, so-called, is deliberately de- 
signed to keep the lazy fellow on his 
feet and out on the floor where he 
belongs. 

A traveling salesman comes along 
with a line that everybody wants to 
see. He opens up at a hotel and in- 
vites the lazy chap to walk over and 
take a look. “No, too busy. (Too 
lazy). Bring ’em over here if you 
want me to look at ’em. Bring over 
a few in a tray. Maybe I will have 
time to take a look at ’em.” Every 
other buyer in town has seen them. 
They have learned a lot by looking 
at the entire line. 

Failure is dogging that man’s 
footsteps but he is too lazy to turn 
around and see what it is at his 
heels. 

Here is a well-defined case of lazi- 
ness that is bringing sure failure to 
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one shoe man. He came out of school 
right into his father’s business. The 
old gentleman thinks that boy is the 
cat’s whiskers. He dotes on him. 
Now that his son is in the business 
he can slow up a bit. He goes to the 
club and leaves the boy to run the 
store. And this is how he runs it. 

He sits at the old man’s desk and 
dozes mostly. There are dozens of 
good business publications lying 
there. He never touches them. Too 
tired. (He was out on a party the 
night before). A clerk enters 
timidly and tells him that there is 
a salesman out front waiting to see 
him. 

“Let him wait. I’m busy.” 

Another clerk comes in to say that 
Mrs. Hard-to-please wants to see the 
boss about an adjustment. 

“Tell her I’m busy. 


HE old gentleman is thinking of 

retiring and letting that bright 
son run the store. Better that he 
sell it outright. It will go smash in 
a short time if that “industrious” 
youth gets control. 

Here is the other side of the pic- 
ture. A man persuaded his son to 
come into the business. For some 
time the boy was unhappy. He did 
not care for shoes. His ambition 
was in another direction. But one 
day his imagination took fire. 
Something happened to show 
him what a great and im- 
portant place shoes had in the 
affairs of mankind. His 
awakening was a wonderful 
thing. His father told me: 

“That boy is the delight of 
my life. Watch him. Do you 
see pep personified?” 

It was true. That boy was 
a whirlwind. When he was 
not waiting on a customer he 
was arranging stock, dusting 
shoes, wiping off cartons, 
eyeing the windows, studying 
the ads, keeping an eye on 
the front door. Always on 
the job. I asked: 

“Does he ever sleep?” 

The proud father said: 
“Like a babe. He reads every- 


[CONTINUED ON PAGE 57] 
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High-Style Boots for Fall 


~ od Something Smart 
od to Wear for 
Stormy Weather 


ASHION ideas _ sometimes 
Pie: as quickly as _ radio 

flashes, and then again it takes 
years for an idea to come into prac- 
tical merchandising acceptance. The 
Russian boot has been a novelty of 
Paris almost since the war. It went 
out when fur coats were huge wraps 
that went. down to the heels, but now 
that fur coats are knee high, or 
dress long, Paris believes the “high- 
fashion” boot gives an opportunity 
of style expression, not only to the 
shoe makers but the lady of fashion. 

Last winter was unusually stormy 
in England, and an English fashion 
writer said: “The reign of the Rus- 
sian boot had all the fierce light that 
beats upon the throne. Fat legs and 
slim legs, short legs and long, elder- 
ly legs and youthful, all plunged into 
the Russian boot and tried to stay 
there.” 

In Leicester, England, the high 
leg or Russian boot boom was one of 
the brightest things the shoe manu- 
facturing industry had to enliven 
what otherwise might have been a 
dull period. 

Now let’s jump to Australia, 
which is now in its winter season. 
Australian Footwear says “That the / 
Russian boot will be popular in Aus- Black Kid and Royal Blue Kid 
: , ; tralia during the coming winter 
Black Kid and Chinese Red Kid cannot be doubted. Already the new 


fashion has been set at Sydney and 


Melbourne by a few young women.” 
Our experience in America last 
winter with the Russian boot was 
extremely interesting. The Pacific 
Coast took it as a fashion feature, 
weather or no. The Middle West 
nibbled at it, and the East had a 
young size boom in boots at twenty- 
five dollars and up. Some of the 
five and six dollar chain stores sold 
them, mostly on a publicity basis. 
They are here presented as possi- 
bilities for fall in a number of re- 
markable patterns. Some merchants 
believe that a Rodeo type of boot, 
with its cowboy pictures and punch- 


; ings and stitchings, might fit into 
Black Kid and Emerald Green Kid’ the picture. Who can tell? Black Kid and Royal Blue Kid 


Black Kid and Pearl Gray Kid 
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Did You Ever 


catata Catatatata Catatata 


Stop to Think 


By Edson R. Waite 


Secretary, Shawnee, Okla., Board of Commerce 


THAT the people of this continent are 
definitely launched in this second quarter of 
the Twentieth Century on an _ infinitely 
higher standard of living than the world 
ever before witnessed. 


¢ ¢ 


THAT hundreds of good things are now 
in the hands of the people, and one of the 
big instrumentalities has been the genius for 
advertising; whether it be of the fruits of 
the sunny South or of the common electric 


percolator. 
© © 


THAT advertising has proved its worth; 
study what it has done for those who have 
enlisted its aid; see the progress they have 
made and the prosperity they enjoy. 


¢ ¢ 


THAT the business concerns who have 
met the greatest success are those who are 
continuous advertisers. Their advertising 
has made it possible for them to increase 
business to such an extent that they could 
adopt a policy of continuous improvement 


and expansion. 
© 


THAT the public recognizes the fact that 
it is to its advantage to buy from continu- 
ous advertisers, because continuous advertis- 
ers always study and meet the requirements 
of their customers and prospective custom- 


ers. 
oe © 


THAT 50 per cent of the money spent for 
advertising is thrown away because the writ- 
ers of the advertisements do not understand 
how to open the doors of the reader’s mind. 


© ¢ 


THAT the advertiser must create desire 
on the part of the prospective buyer. He 


cannot do so by repeating inane expressions 
like, “The Store of Quality,” or “We Strive 
to Please,” or “Service Is Our Motto.” The 
reading public is getting too sophisticated. 
It doesn’t care about slogans or mottoes, but 
insists upon knowing what, why, how, when 
and where. It wants to know the price. 
The public is pretty intelligent and the ad- 
vertiser must recognize that fact. 


© ¢ 


THAT too many advertisers try to feature 
too many things at once and only succeed in 
producing a blurred gray effect upon the 
reader’s mind. One appealing fact in black 
type, thrown into sharp contrast with plenty 
of white space, hits the mark better than a 
charge of bird shot scattered all over the 
place. 

© ¢ © 


THAT first of all, CREATE DESIRE. 
You can’t do that by throwing platitudes. 
And remember that advertising is the big- 
gest factor in business success. Wait a mo- 
ment before you object to that sweeping 
statement—it also includes the business 
man’s own ability, for the knowledge of that 
ability is a form of advertising in itself. 


¢ ¢ 


THAT the underlying secret of it all is 
to have something to sell which is worth sell- 
ing. If the public is cheated, life becomes a 
fraud; if value received is given, living is 
worth while. 

© 


THAT selling yourself the right ideals of 
life is your one big personal task. Other- 
wise you.defraud yourself and finally find 
that life has cheated you of all permanent 
satisfactions. 


Copyright, 1926 
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“Tt Could Not Be Done Without 


Manufacturer’s Cooperation “aon 
Edward Cohen, 


ern shoe merchandising in his mag- put our heads 


Fifth Avenue, just 
before he grabbed 
his hat and jumped 
into a taxi to catch 
the steamer for 
Paris last Saturday 
morning, June 5. 

In two short years 
a business well over 
two million, at an 
average price of 
$18.50, and having 
customers that 
think it is nothing un- 
usual to buy twenty- 
two pairs of shoes in 
a sitting, Edward 
Cohen, at the age of 
thirty-six has given 
the shoe world a real 
fashion thrill. 

“It isn’t style 
alone, it isn’t mate- 
rials, it isn’t Fifth 
Avenue with its 
wonderful clientele, 
it isn’t I; it’s the 
everlasting team- 
work in business that 
does it,” says Mr. 
Cohen, and we put in 
bold face type what 
he repeated time af- 
tertime, “WITHOUT 
THE MANUFAC- 
TURER’S COOP- 


ERATION ITCOULD . 


NOT BE DONE.” 
“When a style is in 
process of selection 
we check up very 
definitely the possi- 
bilities of its being 
in the fashion trend. 
We try to get first- 
hand _ information 
from garment au- 
thorities in Paris 
and New York to see 
that we are working 





Saks—5Sth Ave. 


“ OW do you do it, Eddie?” in the right direction. Then with a first impulse in the right direc- 
was the question asked of the manufacturer, and possibly the tion. We are not content with the 
the miracle man of mod- leather man or material maker, we first try by any manner of means. 

together, and We try again and again to combine 

nificent shoe department in Saks— through*the alliance of ideas get the style with fitting qualities, and 





’Tis said the real fashion afternoon rendezvous of Fifth Avenue is 
not the Ambassador, Ritz or Plaza, but the shoe department of Saks- 
Fifth Avenue, for a fashion writer noted twenty women in that par- 
ticular corner of the store wearing silver fox when its vogue was 
starting. Fine footwear is the Fashion talk of the town. Here we 
see Lya De Putti, a premier star of the movies, buying $1,000 worth 


of shoes and slippers in an afternoon when Mr. Cohen was guiding 

the sale. This photo is unusual, not only for the customer but in- 

asmuch as you can see Mr. Cohen’s picture in the background, he 

having made the remark that nobody ever was able to get his picture. 

He may be modest and camera-shy, but nevertheless here he is—in 

the shadowy background, but in the life, the keenest buyer and sho- 
man of the day 


then test it out be- 
fore some of the 
‘chic’ women of our 
clientele. We want 
to know everything 
about it—first. 

“The style must be 
absolutely new and 
fresh, and must be 
real ‘chic.’ It must 
carry out the har- 
mony of the entire 
costume. It is never 
selected because it is 
merely novel. The 
woman shopping for 
shoes on upper Fifth 
Avenue is_ looking 
for a shoe to fit in 
with a certain dress 
or costume, and not 
for a shoe that will 
serve every occasion. 

“Invariably the 
final success comes 
not from one man’s 
ideas, but from the 
combination of 
many, and the manu- 
facturer is as keen 
in watching the prog- 
ress of the style as 
those on the selling 
floor. The recipe for 
successful merchan- 
dising is to know 
what you are doing— 
do it cooperatively— 
play the style strong- 
ly, get in quickly, and 
gét out quickly.” 

One of the best 
things about Eddie 
Cohen is his everlast- 
ing modesty. He is 
the last one to take 
credit for putting 
across some of the 
big merchandising 
stunts he does. 
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The front of the new Lewis 
& Reilly store is of sand- 
stone with a base of marble. 
Below is the head of the firm, 
Mrs. Jennie Lewis Evans. 


Pulling Them in From 
the Street 











The shoe store occupies the first floor and basement. 
Above is the Scranton Dry Goods Co. 











The alcove stock arrangement permits of an excep- 
tionally large stock on the floor 


NE of the best equipped shoe stores in the coun- 

try was recently opened in Scranton, Pa., by 
the old-established firm of Lewis & Reilly. The 
firm has been in the shoe business since 1888; and 
during all these nearly two score years its develop- 
ment from a small village shop to its present metro- 
politan proportions has been guided by a woman, 
Mrs. Jennie Lewis Evans. 


Noteworthy among the features of the store is 
the double front, unusual in shoe store architec- 
ture but just as effective in pulling trade in from 
the street as in the case of department stores with 
which this feature is more commonly associated. 
The firm of Lewis & Reilly occupies the first floor 
and basement. Upper stories have been taken by 
the Scranton Dry Goods Company. 


The interior of the store reveals a color scheme of 
restful taupe gray, contrasting harmoniously with 
the mahogany finish of the woodwork. The alcove 
arrangement has been used in installing the shelv- 
ing, thus allowing much more stock on the floor 
than would otherwise be the case. A balcony, 
reached by stairways, carries still more stock. The 
men’s department is on the left as you enter the 
store; women’s on the right. The hosiery section 
is across the front. Customers headed for either 
department do not have to go through the othér to 
reach their destination. 


Rest rooms for both men and women have been 
fitted up with every comfort in the basement of the 
building. 
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Shoe Industry Has Big Building 
At Sesquicentennial 





Footwear to Be Made and Sold On the Grounds 
at Philadelphia Celebration 


HE shoe _in- 
dustry has, at 
the Sesquicen- 


tennial § Exposition, 
the largest individual 
industrial exhibit on 
the Fair grounds and 
the only complete ex- 
hibition of the indus- 
try, and on the eve- 
ning of June 16 the 
Mayor of Philadel- 
phia will formally 
open the shoe build- 
ing, which will be 
known as the “Louis 
Mark Building.” 

Louis Mark Shoe 
Co. of Philadelphia, 
retail shoe merchants 
with many _ stores 
throughout the Phila- 
delphia area _ and 
owners of the Levie 
Shoe Company of 
Chicago are the con- 
cessionaires. Coop- 
erating with them is 
the United Shoe Ma- 
chinery Corp., who 
will have a complete 
working exhibit of 
Goodyear Welt ma- 
chines making in the 
building from 200 to 300 pairs of 
Goodyear Welt shoes per day, out 
of the Barnet Leather Co., Inc.’s 
“Little Falls Leathers.” 

These shoes will be sold right on 
the grounds in an interior garden 
or patio, arranged to show the foot- 
wear to advantage. 

The Mayor of Philadelphia will 
be escorted by three colorful troops 
of cavalry and a military band. The 
cavalry will be equipped with Louis 
Mark Goodyear welt shoes made 
from Barnet’s Leathers. 

Essentially, the Louis Mark Build- 
ing will be the headquarters for the 
shoe industry. The Louis Mark Shoe 
Co. deserves considerable credit for 
their initiative. In previous World 
Fairs the national associations have 
taken the lead and here in the 





Reproduced from an architect’s drawing of the Louis Mark build- 
ing at the Philadelphia Sesquicentennial celebration 


largest World’s Fair that we will 
have for some little time, we find 
one manufacturing retailer with 
energy and initiative enough to 
represent the industry. 


HE United Shoe Machinery Corp. 
and the Barnet Leather Co., Inc., 
leaders in their respective branches 
of the industry, will provide a most 
interesting exhibition. The many 
hundreds of leathers produced by 
the Barnet Leather Co., Inc., the 
largest calf leather tanners in the 
world, will find a beautiful back- 
ground in the collection of buildings 
that make up the Louis Mark 
exhibit. 
The United Shoe Machinery Corp., 
the Barnet Leather Co., Inc., the 
Levie Shoe Co. and the Louis Mark 


Shoe Co. all join in 
extending to the shoe 
industry of this 
country a cordial in- 
vitation to drop in to 
their quarters while 
the Sesquicentennial 
Exposition is 
in session. 


ASILY identified 

by the nine story 
tower which is super- 
imposed on the en- 
trance buildings, the 
shoe men who will 
visit Philadelphia, 
either as one of the 
three hundred and 
sixty conventions that 
are already scheduled 
for Philadelphia this 
summer, or as indi- 
vidual visitors, will 
find a ready welcome 
in the Louis Mark 
Building. 

Plans also are be- 
ing made for exhibits 
of both men’s and 
women’s shoes in the 
Palace of Fashion, 
which will be housed 
in part of the great 
Agricultural Hall at the exposition. 
While these plans have been delayed 
to some extent, it is more than likely 
that some of the leading producers 
of fashionable shoes, together with 
tanners of leather and manufac- 
turers of other shoe materials, wil! 
be adequately represented in this 
display, which will portray to the 
Sesquicentennial Exposition visitors 
what is being accomplished in the 
way of manufacturing highly styled 
footwear. Some of the foreign ex- 
hibits also probably will contain 
specimens of shoe manufacture as 
practiced abroad. 

The Exposition, while it was for- 
mally opened on Memorial Day, is 
still in a state of preparation and, 
probably will not be 100 per cent 
complete much before July 4. 
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A new Boot and Shoe Recorder depart- 
ment in which will be found the solu- 
tion of merchandising problems sub- 
mitted by merchants to O. K. Johnson, 
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Associate Editor of Merchandising Prac- 


—The Inquiry: 


A shoe department located on 
the second floor of a Western 
department store is considering 
the question of moving the de- 
partment to a ground floor loca- 
tion. Confidential figures analyz- 
ing 1925 sales are submitted. The 
management thinks that the 
change of location would increase 
volume by about 33 1/3 per cent. 
Is this a wise move? “Any fur- 
ther information that you 
want will be gladly furnished.” 


—The Answer: 


HE location of a shoe depart- 
ment in a department store 
has a great deal to do with 

its shoe business. 


But location alone does not control 
the difference between success and 


the success of 


failure. The question of location is 
very complex. There is far from 
unanimity of opinion on this ques- 
tion among department store spe- 
cialists. Locating departments in 
department stores is still far from 
an exact science. 

There are several factors to be 
considered in reaching a decision 
whether or not to remove your shoe 
department from the second floor 
to the main floor. Here are two 
points closely related to the answer: 
How good is the present location on 
the second floor? How good is the 
proposed location on the first floor? 

It would be a simple matter, of 
course, to say offhand that placing 
the shoe department on the ground 
floor, right in the front of the build- 
ing, near a main entrance, would 
give it a much better location than 
could possibly be found on the sec- 
ond or any other upper floor. Or 
if it were placed farther back on 
the ground floor, next a main aisle 
that is much traveled, such as an 
aisle connecting two entrances on 
opposite sides of the store, or on an 
aisle leading from the main en- 


tice 


trance back to the battery of ele- 
vators, that would be good. But it 
would be interesting to know if such 
a fine ground floor location is avail- 
able to you. Usually some other de- 
partments pre-empt the best ground 
floor locations. 


Nevertheless, the importance 
and value of a good location 
on the ground floor must not be 
deprecated. Alongside aisles 
with heavy traffic, and near im- 
portant departments, such as 
piece goods, no better location 
can be asked for. But it must 
be remembered that, with in- 
creased business goes increased 
overhead, and the main floor 
location is not always worth 
the price. 

So the matter of cost is an im- 
portant thing to consider. How 
much more will the department 
have to pay for rent, if the upstairs 
location is exchanged for a place 
on the ground floor? One way in 
which department rentals are deter- 
mined is to fix them on the basis 
of the rental values of stores at the 
prevailing rental rate of property 
in the immediate neighborhood 
along the same business street. 
Under any ordinary conditions the 
rental rates will be far higher on 
the ground floor than for the sec- 
ond floor. And it would be quite 
possible for the increase in annual 
rental to eat up all the net profit 
you could make on the net increase 
of 33 1/3 per cent in volume. Ob- 
viously, under such circumstances, 
there would be no advantage in 
moving. 


N Eastern department store in a 
city of 50,000 people operated a 
shoe department on an upper floor. 
The manager wanted to get on the 
ground floor. A ground floor space 
became available and the change 
was made. In ninety days the man- 
ager regretted the move and he has 
been sorry ever since. The depart- 


ment has increased its business; 
but it pays a higher rental, which 
is not covered by a sufficient in- 
crease in net profit. 


NEW shoe department in an- 
other Eastern store, located on 
the ground floor just back of the 
front windows, but at one side of the 
building, and approached along 
aisles leading between other de- 
partments, did not do a satisfac- 
tory business. And the business 
was not brought up to a satisfac- 
tory and profitable volume until an 
outside entrance directly into the 
shoe department was cut through 
the front of the building in place 
of one of the display windows. 
Business was improved by mdking 
it easy for people to reach the de- 
partment. This case illustrates the 
fact that convenience of approach, 
accessibility, may have more to do 
with successful merchandising than 
location in the abstract. 
Familiarity with department 
stores in several cities would sug- 


,gest advising that the shoe depart- 


ment be located on the upper floor, 
provided it is easily accessible and 
has other suitable departments as 
neighbors. 

The shoe business of Wm. Fi- 
lene’s Sons Co. in Boston is con- 
ducted in departments which, with 
the exception of the men’s, are on 
upper floors of their building. The 
shoe business of Jordan Marsh Co. 
of Boston, one of the largest shoe 
businesses in New England, is all 
done on upper floors. Other de- 
partment stores in New York and 
Philadelphia, and all over the 
country, could be cited as evidence 
of the fact that department stores 
do a profitable business in shoes 
without locating the department on 
the main floor. 

What is the difference in mer- 
chandising conditions on _ the 
ground floor and on the upper 
floors? ~ 

A shoe department on the ground 
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floor frequently attracts more tran- 
sient business than it would if it 
were placed anywhere upstairs. 
And people trading in other depart- 
ments on the main floor can easily 
slip into seats in the shoe depart- 
ment to be served. But by the same 
token it is just as easy for these 
same people to slip out of their 
seats again. Some of them are 
more likely to stand up and leave 
without buying than is true when 
the department is on an upper 
floor. . 
The upstairs department, on 
the contrary, sells a larger 
percentage of the people who 
come in to look, and is usually 
able to build up a more perma- 
nent and stable business than 
can the downstairs department, 
because a bigger proportion of 
the people who visit an upstairs 
department do so with the defi- 
nite intention of inspecting and 
buying footwear. 

Many a shoe department manager 
will also tell you that the trade in 
the main floor shoe department de- 
mands a somewhat lower price shoe 
than in an upstairs department in 
the same store. It is usually easier 
to sell footwear in the better and 


top-quality grades, when a shoe de- 
partment is moved to an upstairs 
floor. 

Success or failure of a shoe de- 
partment, either upstairs or down, 
is influenced by the general plan of 
location of departments which the 
store decides upon. So the question 
is pertinent: What other depart- 
ments are situated on the same 
floor and which are nearest? 

Think this over, for a moment: 
Which would you _ deliberately 
choose as a site for your shoe de- 
partment? A place on the second 
floor near millinery, cloaks, suits, 
dresses, furs, etc? Or on the main 
floor, near notions, laces, ribbons, 
trimmings, candy, toilet goods, sta- 
tionery, hosiery, gloves, men’s neck- 
ties, shirts and other furnishings, 
umbrellas, etc? 

In placing departments, depart- 
ment store management gives care- 
ful consideration to the character 
of the various merchandise. If the 
goods are something which custom- 
ers usually want in a hurry—or 
impulse goods bought because at- 
tractive displays stimulate desire— 
or utility goods, small items of per- 
sonal comfort, bought because dis- 
plays remind people of their need 
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—or convenience goods, bought 
only when conditions are just right 
to suggest the need of purchasing, 
as when folks run across a display 
of umbrellas after hastening into 
the store through a rain storm— 
put all these things on the ground 
floor, where they will be brought to 
people’s attention and where they 
can be reached easily and quickly. 

This principle of department 
grouping has made it true that the 
ground floor in many department 
stores has become a show room of 
the little things, where the average 
purchase price is relatively small. 
Necessity merchandise, bought be- 
cause people need it, generally 
without much shopping around and 
where the average price of a trans- 
action is relatively high, can be 
placed on upper floors. When peo- 
ple are ready to buy, they search 
out the location of the department 
where they can find this sort of 
merchandise. 

In the face of these facts it 
seems clear that the measure of the 
success of an upstairs shoe depart- 
ment is not entirely determined by 
its location. It is usually a prob- 
lem of merchandising as well as of 
placing the department properly. 


Catering to the Young Moderns 


ARSHALL FIELD & COMPANY recently estab- 

lished a shoe section for the “Young Moderns,” 
and although it has been in operation but a short 
time its popularity already indicates that it has a 
most successful career before it. 

This section offers the very last word in style at a 
price, for the idea back of this was to develop a por- 
tion of this department into a grouping of shoes at 
moderate prices but in sizes for the young person. 
The price range begins at $8 and goes to $10.50 
while the sizes range from 2 to 8. There has been 
a centering of style types on the round toes, short 
vamps and narrow heels and the first month’s trial 
has convinced the department heads that such a de- 
partment, within a department, has a logical place in 
modern shoe selling. 

Shoes for the college and school girl, the debutante 
and the small footed person of the family, liking and 
able to wear this type, are given the chief importance, 
both in display and in sale. The show cases sur- 
rounding this department are used to display these 
shoes and the usual mahogany sign with raised let- 
ters in gold announces the fact that this is the sec- 
tion of shoes for Young Moderns. 

More and more, specialization, even within depart- 
ments, is being practiced by the progressve merchants. 
Customers like to know exactly where to find certain 
merchandise. By refining the groupings, such as has 
been done in this case, the customer is enabled to find 
the exact department she desires more quickly and the 
Salesperson, by reason of the specialized grouping of 


merchandise, is likely to be more familiar with the 
stock. 





MARSHALL FIELD & COMPANY 


Something New, Opening This Morning! 


‘YOUNG MODERNS’ 
SHOE SECTION 


4 











Novelties, Youthful Styles, Many ratio and All from 
$8 to $10.50 


A NEW departure in Shoes, organized to provide always at 
prices the newest Shoes as soon as they are introduced, and in 
their most ing, youthful form—the newest feature (the reptiles, 
course, are here) —the new colors. All are splendidly made 
ish that you can step out with all the 
YOUNG MODERNS SHOE SECTION, FOURTH FLOOR, SOUTH, STATE 











Here is the way the new department was announced 
to the public 
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Making Beauty Balance With 
Practicality 


A Live Problem in Store Architecture 


best is refinement, correctness 

and good taste, then the new 
Innes Store of Los Angeles stands 
preeminent in beauty. One is con- 
strained to write of it as an artis- 
tic triumph rather than as a shoe 
store. And yet, it is a shoe store, 
one in which a tremendous volume 
of business is transacted daily. It 
is not a parlor, not a salon, not an 
impractical thing of garish splen- 
dors. There is nothing about it 
that is awesome or overwhelming. 
It is splendid but still elegant in 
its simplicity. Pictures are inade- 
quate to portray this wonder store. 
The photographer has done well, 
but the best camera cannot em- 
brace in one picture the loftiness, 
the spaciousness, the utter loveli- 
ness of the Innes Store. 


ik you believe that beauty at its 


NE enters from the street by 

way of a corridor that gives no 
hint of the surprises beyond the 
entrance place. You walk a few 
steps and suddenly you are ushered 
into a tremendous, great, square 
room that seems to soar aloft and 
stretch into distance. So wonder- 
fully has the architect builded that 
you are amazed at the depth and 
height he has given to comparative- 
ly limited space. The room seems 
twice as wide and 
twice as high as it 
really is. 

The woodwork is 
real walnut — solid 
and substantial, yet 
with a delicacy of 
handling that gives 
it airy grace. The 
balcony that runs 
around the room on 
all sides is hand- 
somely panelled 
and adds much to 
the appearance of 
height. 

The designer has 
made the hosiery 
department _sepa- 
rate and still a part 
of the general 
scheme. At the 


north side of the big room is an- 
other surprise—a slipper depart- 
ment on the main floor, a part of 
the store and yet with all the 
privacy of a boudoir. Oval shaped, 
with a paneled and screened effect, 
it is a little parlor within a store 
where the lady may retire to smoke 
her cigarette while she inspects 
slipper styles. 

How excellent is the lighting of 
this place. You know there is light 
but you are unaware of its source. 
There is a soft glow that illumi- 
nates, but does not dazzle. The ex- 
pert who planned all this deserves 
a medal. 

One is impressed with the thought 
all the time he is in the Innes Store 
that there must be a master mind 
behind all this accomplishment. To 
the writer the thought came con- 
tinuously: “And young men say 
there are no more opportunities 
these days. Let them come here 
and see what one man has done in 
a few years. Let them study his 
methods and learn that opportuni- 
ties are more frequent and avail- 
able to the man who dares.” 

It seems but yesterday that Innes 
was doing business in a small store 
on Broadway. That small store has 
now grown into this palatial edifice. 
What more proof could a young man 


To this Innes store in Los Angeles the architect has given an appear- 
ance of spaciousness unusual in a shoe store 


ask that it is possible to get on in 
the world. And this is not the only 
accomplishment of Innes. He has 
a store at Hollywood that deserves 
a separate article and will get it if 
the editor is kind. He has just 
opened another store at Pasadena 
which will also be described and 
pictured in a forthcoming article. 


WORD must be said about the 
Innes organization, which seems 
to the writer to be most unique. 
There is an esprit d’corps seldom 
seen outside a military group. Mr. 
Innes and Mr. McGiffin might be 
absent from the stores for weeks, 
perhaps months, but _ business 
would go on just the same. Every 
man, woman, boy or girl in the 
Innes organization seems to be as 
keen on the job as the head of the 
company. No matter which store 
you enter, the man at the door will 
greet you and welcome you to his 
store. And that is just how he 
feels about it. You are impressed 
with the loyalty, the intense 
earnestness of all these people from 
the time you enter until the moment 
you tell them goodbye. 
There must be some good reason 
for it. What is your guess? 
Getting back to the physical side 
of the store, it is easy to see that 
practicality was the 
= first thought in its 
planning. Beauty 
came later, but prac- 
ticality was not sac- 
rificed at the altar 
of mere _ beauty. 
There is a happy 
combination of the 
two, which has been 
accomplished in this 
store. The day of 
the merely ornate 
store is passing. 
Customers like 
beauty, but not 
when it means long 
waiting for service 
or poor service. A 
store is, after all, a 
place for conducting 
business. 
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Minneapolis Stages Light 
Weight Opening 


Minneapolis shoe dealers put over 
a clever stroke of publicity with the 
proclamation of Mayor George E. 
Leach declaring May 29 the opening 
of the “light footwear season.” The 
scheme was engineered by represen- 
tatives of the Northwestern Retail 
Shoe Dealers’ Association. The drive 
was directed primarily at the men 
but the effect was meant to reach the 
women as well. H. L. McIntyre, sec- 
retary of the association, put the 
case up to the mayor, who has offi- 
cially set the date for opening of the 
straw hat season for men in the past. 
The mayor came through with the 
following proclamation: 

“Whereas, in the interest of in- 
creased coolness and comfort for 
men during the heated summer 
season, the shoe manufacturers of 
the nation have designed and per- 
fected lightweight shoes to afford 
this comfort, and 

“Whereas, the Northwestern Shoe 
Retailers’ Association has designat- 
ed May 29 as Summerweight Shoe 
Day for the northwest, 


“Therefore, I, George E. Leach, 
Mayor of Minneapolis, do hereby 
officially designate May 29 as Sum- 
merweight Shoe Day for men in the 
city of Minneapolis.” 

The association took space in the 
newspapers to carry an announce- 
ment of the purpose of the summer- 
weight shoe day and the mayor’s 
proclamation. Several dealers took 
advantage of the opportunity to 
place advertising in the section set 
aside for the purpose. Dealers in 
ladies’ shoes carried advertisements 
in the same edition, calling attention 
to the proclamation and declaring 
that what was sauce for the men 
was sauce for the women as well. 

In their news columns the news- 
papers gave prominent space to the 
mayor’s proclamation, including it in 
breezy stories telling the idea back 
of the whole thing. 

As May 29 was the last business 
day before the two-day holiday, there 
was plenty of added impetus and the 
dealers report an extremely good 
business. 


World Has No Room for the Lazy Man 


[CONTINUED FROM PAGE 48] 


thing he can get his hands on until 
bed time and then falls into bed and 
goes to sleep instantly.” 

An interview with this boy was 
one of the most delightful ex- 
periences this writer can remember. 
He was full of ideas for improving 
the business. Some day he was going 
to have the greatest juvenile depart- 
ment in the whole country. He was 
planning it all out then. He was 
studying advertising. He read three 
business papers. He could tell of 
every instructive article that had 
been printed in the BooT AND SHOE 
RECORDER for the past year. He ac- 
companied his dad to market. He 
had been through a dozen shoe fac- 
tories. He was enthusiastic over 
new ways and new ideas. Will that 
young fellow fail? Not if he keeps 
his health and does not get crippled 
by some crazy automobile driver. 

And the clerks in that store fairly 
idolize him. No jealousy because he 
is the son of his father. No knock- 
ing behind the back. Full and com- 
plete cooperation from the word go. 
After all, a man is best judged by 
his fellow workers. If you want a 
correct opinion of a man, ask his 
clerks. 


A man must inspire respect. He 
leads because he is a leader, or makes 
himself a leader. He sets the pace 
and his followers are proud to follow. 
Did you ever see a lazy man leading 
a procession? Not much! He is back 
there in one of the autos or else 
standing on the side lines. No, not 
standing—leaning against a lamp 
post. 

The closing thought in this article 
is this: Industry pays big dividends. 
Hard work becomes easier as time 
goes on. 

In the next we will discuss the 
grouch who is foredoomed to failure. 


White Kid in Unique Trim 

PROVIDENCE, R. I.—The shoe de- 
partment of the Shepard Co.’s store 
sent out 8000 folders recently to an- 
nounce a special featuring of white 
Vode kid shoes, in a tea-garden set- 
ting. Realism was given by gaily 
striped awnings, rose entwined trel- 
lises, a hammock, with bright pil- 
lows, and all of the other appoint- 
ments of a well-appointed outdoor 
tea-garden trim. 
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Button Shoes for Men 


Hanan & Son last week gave New 
York a bit of a startle by springing 
a new style in button shoes for men. 
The shoes were displayed in the win- 
dows of the Hanan store at Fifth 
Avenue and Forty-third Street and 
also exploited in newspaper adver- 
tising. The advertisement read: 


=< 





Hanan Shoes 
For Men Who Keep in Advance 


O be earliest in present- 

ing the latest fashions is 
the habit and hallmark of 
Hanan Shoes. The Patent 
Leather Buttoned Oxford for 
formal dress, illustrated be- 
low, exemplifies anew the 
priority of Hanan Styles. 
Also obtainable in Dull Black 
and Dark Tan for informal 
wear. 








An unexpected run developed on 
theshoes. Sizes were quickly broken 
and the shoes were taken out of the 
window until a fresh stock of the 
new style footwear is made up. One 
progressive Los Angeles shoe dealer 
who happened to pass the Fifth Ave- 
nue store was so impressed that he 
went inside, made inquiries, and 
later placed a fairly large order for 
shoes of this type with the Hanan 
factory. 

In some circles it is predicted that 
this development is the forerunner 
of a vogue for button boots for men 
this fall. 

Some of the leading men of the 
country, including no less a person- 
age than President Coolidge, have 
been seen recently wearing button 
shoes. 





BOOT AND SHOE RECORDER 


Two views of the 
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store in Richmond, 
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Children Romp and Mothers Buy 


second floor of the new Rich- 
mond, Va., store of Hofheimer Bros. 
Co., where there is viewed the larg- 
est and most complete shoe shop for 
children in the South. At the front 
is a merry-go-round on which 
youngsters find new pleasures in 
being fitted. To the rear is a real 
playground with a large hobby horse, 
big and little slides, whirl-a-gigs and 
other devices to please the young 
heart. 
On the walls there are frescoed 
Mother Goose characters with a few 


| gooey oe bring one to the 


words about each one of them. On 
this floor there is also a “Bob-Her” 
shop with all modern equipment and 
the finest appointments under the 
supervision of capable attendants. 
A large and pleasant rest room for 
women completes the attractions on 
this floor. 

The third floor is devoted partly 
to the bookkeeping offices and there 
will be opened within the next few 
weeks a Thrift Floor where women 
may find footwear at prices even 
more moderate than those featured 
on the main floor. 


Last year a new and beautifu! 
store was opened in Richmond, being 
the most modern in equipment and 
appointment in that city. Business 
still increased and the Granby Street 
store was feeling itself crowded for 
space and so on Feb. 16 of this year 
another interesting chapter was 
written in the Hofheimer history 
when they moved from their well 
established corner on Granby Street 
to an entirely new four story build- 
ing erected. solely for their purpose. 

The formal opening was held at 
night from 8 to 10 o’clock. 
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A693—-One Strap Twist Pattern, Black Pat- 
ent Leather with Ivory Fitting and Parch- 
ment Rattlesnake Heel, No. 330 Welt Last. 


THE JULIAN AND KOKENGE CoO., 
CINCINNATI, OHIO 


PATENT LEATHER 


The demand for patent leather pumps, strap effects, and dress oxfords, either 
plain or with combination trims of pastel or Reptilian colors, is among the 
style trends making itself felt in high grade footwear. It is a diversification 
of style and color harmony and a character of foot-dress most appreciated by 
the well groomed women. 

“Luxor” means “for quality.” Luxor Patent offers the manufacturer not only 
a meritorious tannage which successfully works through the factory, but has 
additional fine elements of merit in its beautiful lustre, deep rich black, and 





a fine grain. 


Luxor Patent is a true foundation or background for a quality shoe. It adds 
distinction to the beauty of pattern or style. It enhances the beauty of fine 


shoe craftsmanship. 
Ask your manufacturer to show the “new styles” made with Luxor Patent. 
Specify it, with full assurance of its customer satisfying features. 


Cuttings of Patent, Pastel or Reptilian Grains sent on request. 


The “Story of Leather” is free—on request. 


The OHIO LEATHER COMPANY 


GIRARD~QOHIO 
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“ENDWELL” 


All solid leather. Genuine full-grain 
Calfskin uppers. First quality plump 


full-grain outsoles. 


A $5.00 retailer made in full- 
grain, first-quality calfskins, in stock 
for at once delivery! (Most $5.00 
retailers from stock are carried in 
kip leathers only.) 


Here’s a new calfskin right from 


LINE 


the designer’s bench: a model that is 
right in the front with the latest style 
trend. 


No. X673 (illustrated ) — Black 
Calfskin Bal Oxford; rubber heel; 
Strutter last. Widths C and D. 
Sizes 5 to 11 
No. X672—Same in Canary Calf- 

$3.35 


Sample cases or pairs sent on order 


ENDICOTT-JOHNSON 


Makers of popular-price dress shoes for men 


Jersey City, N. J. 


ENDICOTT, N. Y. 


St. Louis, Mo. 


Complete stocks carried in warehouses in the above cities to make quick deliveries 


When writing to advertisers please mention Boot anp SHor REcorRpER 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 








—— 
wate ements 


N. S. T. A. Committees 


Active 


Homer H. Beal, Chairman of the 
N. S. T. A. Railroad Committee, is 
working earnestly for the repeal of 
the surcharge on Pullmans. He has 
secured the aid of the Congressmen 
from his section of the country in 
this direction. 

Frank J. Weber, chairman of the 
N.S. T. A. Legislation Committee, is 
in touch with the members of the 
Interstate and Foreign Commerce 
Commission to bring about the re- 
peal of Pullman surcharge. He has 
attended the various hearings of the 
committee. One of the objections 
made by the Commission is the fact 


W. L. Judd, who covers Eastern 
Pennsylvania and Northern New 
Jersey for the Harrison Shoe Co. 


that the general traveling public 
would share in the same privileges 
of reduced Pullman rates as does the 
traveling man, were this concession 
granted. In answer to this, Mr. 
Weber has pointed out that the 
traveling man is the backbone of the 
commerce of this country and that 
this extra “wartime” tax is un- 
warranted; that it hinders com- 
merce, as traveling men must 
use the Pullmans at night and 
work by day, thus saving much time 
rather than staying over at a hotel 
and spending the night there, as they 
obviously must sleep at night com- 


fortably, in order to be ready for 
business the next day; that travel- 
ing expense comes out of the cost 
of selling merchandise and if a sales- 
man is on a commission basis, it 
comes out of his own pocket. If the 
salesman is on a strictly guaranteed, 
or salary basis, then traveling ex- 
pense is charged to him under the 
head of “Cost of Merchandising,” 
that if this unnecessary surcharge 
were repealed, more spending power, 
through greater earning power, 
would come to the salesman; it would 
also encourage longer and more fre- 
quent trips, and more shoes sold and 
shipped would result. 


Judd Is a Harrison Salesman 


W. L. Judd is starting his twelfth 
year with the Harrison Shoe Com- 
pany, selling its line of boys’ Good- 
year welts and McKays in Eastern 
Pennsylvania and Northern New 
Jersey. Mr. Judd is very enthusias- 
tic about the new fall line and ex- 
pects a rushing business, with no 
coal strike hovering in the distance 
this year. He has been one of 
Harrison’s star salesmen ever since 
he has been connected with them, 
and helps to keep their Everett, 
Massachusetts’, factory running full 
time all the year round. 


Dickerson Host to Salesmen 


W. T. Dickerson, general sales- 
manager of the Lape-Adler Co., 
Columbus, entertained several of 
his salesmen recently at the home 
plant, and later at a dinner at the 
Southern Hotel. Mr. Dickerson lived 
up to his reputation for being a 
host “par excellence.” He kept the 
company in happy mood and told 
several original jokes. He was 
ably assisted in the fun-making by 
“Dusty” Rhoads of the Julian & 
Kokenge salesforce. Among those 
salesmen present were: Phil Miller, 
Ohio; T. S. Van Hoesen, Tennessee, 
Alabama, Mississippi and Louisiana; 
D. Archer, Virginia, West Virginia, 
Maryland and part of North Caro- 
lina; R. C. Crocker, Pennsylvania 
and New Jersey; J. C. Thomas, 
Indiana and Michigan, and Larry 
Conners, house salesman of the 
Lape-Adler Co. 


Wisconsin to Picnic June 25 


The May meeting of the Wiscon- 
sin Shoe Travelers’ Association had 
as one of its chief features of dis- 
cussion its annual picnic, which was 
scheduled for June 25. It was de- 
cided, after much diseussion, that 
none but traveling men and their 
families should attend this picnic. 
John Kawalski is chairman of the 
entertainment committee, which is 
already hard at work on a pleasing 
program. 

Forty new members have been 
added to the organization and Presi- 
dent “Lap” L. Imig urged that each 
member bring in an additional mem- 


W. T. Dickerson, general sales 
manager of Lape-Adler Co., Co- 
lumbus, Ohio 


ber, setting the goal for fifty new 
members for the drive which will 
conclude sometime in July. Mr. 
Imig urged members to cooperate 
heartily with the Wisconsin Shoe 
Retailers’ Association in making 
its August convention a success. 


Felix with Krippendorf 


Mike Felix left Cincinnati the first 
week in June with the Krippendorf- 


Dittman Co.’s line. He will cover 
Georgia, Florida and Alabama for 
this house. He has covered this terri- 
tory for twenty years. 
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White Glazed Kid 





WHITE FOOTWEAR was introduced to Style by F. B. & C. 
White Glazed Kid. This is not a fanciful statement. 
It is a fact proved by each new season's greater sale of 
white kid shoes. 


Before F. B. & C. White Glazed Kid was perfected, 
white footwear profits were small and uncertain. Shoes 
made from the materials then in use never were trim 
and dainty, They were difficult to clean. They appar- 
ently enlarged the foot. In brief, having no style, the 
created no regular demand and were never a depend- 
able seller. 

Now, White Glazed Kid is the accepted thing for 


summer shoes. Each fad and furbelow of fashion can be 
interpreted in this material. In addition to its smartness, 


She Glaze that Stays 


Myle and (White Footwear 


are no longer Strangers 





AMALGAMATED LEATHER COMPANIES, Inc. 


it possesses the inestimable virtues of fit and comfort. 
It can be cleaned repeatedly—without injuring ‘the 
glaze that stays.”’ 


This year, more than ever, feminine fashions require 
smart, immaculately clad feet. The demand for shoes of 
F. B. & C. White Glazed Kid will exceed anything in 
the past. We believe it will pay to keep this fact in 
alel when estimating replacements for the com- 
ing season. 


The feminine vacation budget invariably provides 
for at least one pair of white kid shoes. July and 
August are the months when these vacation purchases 
are made. Ordering sufficient stock to supply this trade 
is one sure way to keep summer profits at a high level. 


Supreme in White and Colors 


319 Arch Street, Philadelphia 


Made by MAS TER 








Factories: Wilmington, Del. 


CRAFTSMEN 


REN 
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Ralph C. Moulton, eastern sales- 
manager of ma Ault-Williamson 
0. 


Ralph Moulton a Benedict 


Ralph C. Moulton, the popular 
eastern sales manager of the Ault- 
Williamson Shoe Company, recent- 
ly returned from his honeymoon 
and is now back in “shoedom” 
once more. Since leaving college, 
where he was prominent in ath- 
letics, Mr. Moulton has worked con- 
stantly for the Ault-Williamson 
Shoe Company of Auburn, Me., 
starting in the lasting room in the 
factory and then, by his ability, 
progressing through various office 
and sales positions to his present 
place as one of the chief executives 
of the company. 

Ralph and his bride are the re- 
cipients of well wishes from a wide 
circle of friends in the trade. The 
beautiful gifts which the happy 
couple received from the office staff, 
from the firm and from the boys on 
the road are exceedingly good “wit- 
nesses” as to his popularity. 


Sheppard with A. S. 
Kreider 


W. L. Sheppard of Greensboro, 
N. C., formerly with McElroy-Sloan 
Shoe Co., covers the Carolinas, Vir- 
ginia, Georgia and Florida, for the 
A. S. Kreider Co. A former item 
in the Shoe Traveler News stated 
that he traveled now for McElroy- 
Sloan Shoe Co. This was an error— 
Mr. Sheppard is traveling for the 
A. S. Kreider Co.. Mr. Sheppard’s 
“pal” of the road is W. P. Jennings. 
Both men cover the same territory, 
Mr. Sheppard sells the infants’, chil- 
dren’s, misses and growing girls’ 
shoes of the Annville and Lebanon 
branches, while Mr. Jennings sells 
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the men’s, boys’, youths’ and little 
gents’ lines, made in the Elizabeth- 
town and Palmyra factory. 

Mr. Sheppard is “leading the 
bunch by some 500 dozens in his 
section,” writes Mr. Jennings. He 
states that on men’s and boys’ shoes, 
he is leading in about the same pro- 
portion. 

He writes: “We are putting it 
over in good shape for the A. S. 
Kreider Co. in the five Southern 
States which Mr. Sheppard and I 
cover. My next order will be No. 
133, and the season has not started 
well as yet.” 

Mr. Jennings inquires in regard to 
the rate for the round trip to the 
Boston Shoe and Leather Fair of 
July 6-8. He says that a number 
cf the shoe buyers from his territory 
are planning to attend. 


4 
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F. W. Ballou, with of- 
fice at 241 Tacoma Ave- 


nue, Buffalo, N. Y., 

covers New York State 

for The Diamond Shoe 
Co. 


Harris with J. Weiss Shoe 


Co., Ine. 


M. Harris, who is well known to 
the shoe trade about New York City, 
having been with Powell & Cambell’s 
selling force for a number of years 
and recently associated with the 
Felsenfeld Shoe Co., is now connect- 
ed with the J. Weiss Shoe Co., Inc., 
106 Reade Street, New York City. 

Mr. Harris is covering his old 
territory, New York City and vicin- 
ity and would be pleased to have his 
friends call on him at the above 
address. With this addition to their 
selling force of Harry J. Weiss and 
M. Harris, the J. Weiss Shoe Co., 
Inc., feel that there is every reason 
to look for a large increase in busi- 
ness, and to a better selling force 
when they reach their new quarters 
137 Duane Street, which is rapidly 
nearing completion. 

The above also states that it is 
just terminating the largest spring 
season in the history of its business. 
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Rochester Starts Summer 
Meets 


The Rochester Association of 
Traveling Shoe Salesmen scheduled 
its summer meetings to start last 
Saturday, June 5. An amendment 
to the constitution, prepared by a 
committee, consisting of James P. 
Beatty, Joe P. Byrne, and H. A. 
Chase, was not considered; a spe- 
cial meeting which was called in 
March for that purpose was not 
held. President A. J. McLeod and 
Secretary-Treasurer Clark B. Row- 
ley had questioned the constitu- 
tionality of the proposed amendment. 
The report of the committee was 
unanimously adopted and the com- 
mittee discharged. 


Ballou Covers New York 
State for Diamond 


F. W. Ballou, with office at 241 
Tacoma Avenue, Buffalo, N. Y., cov- 
ers New York State for the Diamond 
Shoe Co. Mr. Ballou has been cov- 
ering New York State for the Dia- 
mond Shoe Co. for the past four 
years, except during a short inter- 
val, when he had to resign tempo- 
rarily to take care of his interests 
elsewhere. 

The retail shoe merchants are just 
as glad to welcome Mr. Ballou as the 
Diamond Shoe Co. is to have him 
back in its fold. Ballou visits his 
customers frequently, since it is the 
policy of his house to continually 
get up new ideas in footwear, with 
which he supplies his trade. 


M. W. Kempner, who covers 
Southern territory for The Bates- 
Dow Co. He has traveled the 
South for 40 years and is known 
as one of the veterans of Dizie 
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Reasons Why— 
Allen Squire Co., Spencer, Mass. 
Equip Shoes with USKIDE Soles 


One: 


USKIDE keeps the 
shoes in shape for 


a longer time. 


Watch for more reasons 
why shoe manufacturers 


prefer USKIDE Soles. 





Specify “U. S.” Spring- 
Step Rubber Heels 


Everywhere, shoe wearers 
are asking for the heel that 
is made of “‘Sprayed Rub- 
ber”? because of its greater 
comfort and longer wear. 








United States @ Rubber ‘Company 


TRADE MARK 
1790 Broadway, New York 


Sole and Heel Stocks in our following Branches: 


Boston Chicago NewOrleans NewYork “Cincinnati St.Louis Pittsburgh 
Portland, Ore. Los Angeles San Francisco 


*Stock for shoe manufacturers only 


Specify Shoes Equipped with 


USKIDE Soles 
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Canvas Rubber Soled Shoes Good 


Vacation Sellers 


Newspaper Advertising Ties Up Well with Windows 


ETAIL shoe merchants who 
R= the best profits from 

their stocks of canvas rubber 
soled shoes realize that in order to 
sell more pairs, they must talk about 
these canvas rubber soled enthusi- 
astically—as if they really believed 
in their splendid possibilities for 
vacation wear. They surround 
“sneakers” with the atmosphere of 
“The Ole Swimmin’ Hole,” the 
“Baseball Game on the Corner Lot” 
—the romance and adventure of 
carefree boyhood days. They put 
personality and popularity into 
canvas rubber soled shoes—for 
baseball, for tennis and other out- 
door sports. After reading a few 
of these ads, not only the small boy 
and girl come to this store to be 
equipped with a pair of canvas rub- 
ber soled shoes, but mother and 
“dad,” too, who feel that their foot- 
wear wardrobe is not complete un- 
less a pair of these shoes is in- 
cluded, and they naturally come in 
largest numbers to the shoe store 
which has identified itself as head- 
quarters for rubber and canvas 
rubber soled shoes through adver- 





Summer Camp Foot- 
wear Ready 


We carry a complete line of 
strong, comfortable and ser- 
viceable footwear for boys’ 
and girls’ summer camp wear. 





The old sneaker has been 
graduated into the new moc- 
casin and other all-sports’ 
types of canvas rubber soled 
footwear. According to the 
approved lists of the leading 
camps of the country, your 
boys and girls will not only 
need these shoes, but rubbers, 
rubber boots and several pairs 
of all-wool sports stockings. 

All articles should be plain- 
ly marked with the full name 
of the owner. We have initials 
for marking footwear, free for 
the asking. 


Name of store 





tising, which fairly “tingles” with 
the joy of living and playing in the 
great outdoors. 


ANVAS rubber soled shoes 

make excellent camp shoes. 
Almost every family nowadays 
sends its boys and girls to camp 
for the summer. While a decade 
ago it was the unusual thing for 
a child to spend July and August 
in camp, today it is the customary 
procedure. And now the problem 
is—What camp shall be selected 
and what shall be the camp cloth- 
ing equipment? It is a good idea 
for the merchant to let the fathers 
and mothers know that he is alert 
to the situation as far as footwear 
is concerned. He should make it 
known that he is aware that each 
camp has its specific requirements 








Our Store Is Vacation 
Shoe Headquarters 





It pays to buy vacation 
shoes in advance, because you 
are insured of a wider range 
of styles, 

We specialize in vacation 
sports shoes of rubber, or can- 
vas with rubber soles—from 
the high-topped hip boot for 
the fisherman, down to the 
sneaker. 

We specialize in vacation 
shoes that are good looking, 
light in weight, good wearing 











and good fitting. Shoes that 
are comfortable and_ give 
health to the body by allow- 
ing the feet to exercise while 
you play. 

We have shoes for tennis, 
for golf, for fishing, for bath- 
ing and baseball. We have 
the right vacation shoe for 
every member of the family— 
from the toddler to “dad” him- 
self. 

You will find our store cool 
and comfortable—a headquar- 
ters de luxe, for vacation foot- 
wear, at reasonable prices. 


as to apparel and equipment, and 
that it is not advisable to make pur- 
chases for articles not on the cata- 
log list; but he should also tell 
the folks of his community that 
every approved list does include 
sneakers, or some form of canvas 
rubber soled shoes. 


CUT showing a pair of boys’ 

or girls’ attractive canvas rub- 
ber soled shoes, or rubber boots, 
or rubbers, and copy at lower left 
will show the people in your com- 
munity that you are alert to the 
summer camp vacation problem. 


BATHING shoe ad to be in- 
A serted in the daily papers, 
about the last of June, and to run 
during July and the first two weeks 
of August, might be arranged as 
follows: 

First, cut of the bathing shoe. 
Cut of an attractive looking girl, 
dressed in one of the new bathing 
suits and a few lines drawn to rep- 
resent water—perhaps a sail boat 
or two will give the picture more 
life. Under the cut run the following: 





ATTRACTIVE 
PROTECTIVE 
BATHING SHOES 


There is no need of wearing 
sloppy, shapeless bathing 
shoes. The rubber soles of 
these shoes are so made that 
they are flexible and comfort- 
able, yet shape retaining. 
They fit snugly and afford real 
foot protection. We have them 
in all of the new gay colors, to 
match bathing cap and suit. 

We should be pleased to 
have you call and inspect our 
new line. Don’t buy ’em un- 
less you like ’em. Our sales- 
folks are instructed to SHOW 
THE GOODS. You are as wel- 
come to look only as to buy. 








Name of store 
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AOCHESTER 


SHOES 


IN STOCK 


Whites—Reptilian Effects 
Satins—Patents 


“Gila” “Speed” 
B544 Black Satin .... 


“Eubar” 

B579 White Calf ....$4.75 E % c= % > wh 

BS89 Parchment Calf. 4.75 = , %y Ea . B592 Titian Calf ||| 
B560 Patent 4. aS 3 - B584 Patent Colt 

Ras: ax, BS48 Black Satin 


Special Process 
B3536 Ivory Mottled 
ard 


BS538 Patent 
BS540 Patent 


“Regent” 


B422 Patent Colt ..... 
8423 Black Satin .... 


BS528 White Calf 
BS30 Patent 


“Susanne” ~ 
Geodyear Welt 
B562 Blond Suede Snake 





SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 


The MENIHAN COMPANY ,,.. “c= 


SHOEMAKERS FOR WOMEN BS72 Patent 
BS78 White Kid Rochester, N. Y., U. S. A. 











New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. 8S. KUSHINS 
Chicago Office: Majestic Hotel Los Angeles Office: 107 East Sth St. 
F. J. SATEK E. M. HOLLANDER 


Makers of Menihan Arch-Atd Shoe 
Write fer Agency Proposition 


BS73 Black Satin .... 
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Retail Trade Showing Gains 


More Seasonable Weather a Stimulant 


NEW YORK 


General Improvement 


Steady improvement in the gen- 
eral demand for shoes is reported in 
most of the New York retail estab- 
lishments. More seasonable weather 
is having its effect. and retail mer- 
chants are voicing fewer complaints. 
There is no boom on, however, but 
results are fairly satisfactory. 

The later spring business that is 
now developing is running more 











A black alligator oxford with 

dull calf quarter, being shown 

in the Sorosis line by Arnold, 

Constable & Company, New 
York 
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strongly to rather conservative types 
of shoes. Whereas the early spring 
shoppers showed a strong preference 
for the novelties, such as light 
shades of kid, the reptile leathers 
and similar materials, the business 
now is of a more staple character. 
Even in some of the Fifth Avenue 
shops patent leather and tan Russia 
calf are counted the leading sellers. 
This does not mean that the fancier 
materials are slipping. They are 
selling in about as large volume as 
they did earlier, but the new addi- 
tional business is coming mainly on 
staple materials and more staple 
patterns. Whites are moving fairly 
well, but real hot weather is needed 
to start a real run on whites. 


Novelties Exploited 


Novelties, however, continue to 
attract much attention. Franklin 
Simon & Co. made their first show- 
ing of Julienne shoes last Monday, 
June 7. Two models were exploited 
in advertising and window display, 
one an oxford of real snake-skin 
trimmed with an overlay of kid, and 


the other a patent kidskin pump had nothing but flowered 


linen 


trimmed with gilt and beige kid. pumps in their two Fifth Avenue 
One whole window was devoted to a windows. 


display of these shoes. 

Arnold Constable & Co. made a 
rather marked drive on Sorosis 
shoes last week as well. Novelties 
such as alligator and red kid were 
exploited in window display and ad- 
vertising. 

Several New York stores also 
called attention to the Panama, raffia 
and other types of straw footwear. 
Shoes of this type are selling quite 
well in the higher priced stores, and 
although they are now appearing in 
cheaper grades there has been but 
little activity in the lower priced 
lines. 

Hand Woven Types 


Hand woven shoes are among the 
best selling novelties at present. 
Saks-Herald Square is showing at 
least five different styles of these 
hand woven shoes of the Deauville 
type, all imported, some of them sell- 
ing for as low as $6.50. Several 
stores are selling hand woven slip- 
pers made in this country at prices 
ranging up to $35 a pair. Pastel 
colored patent is a new note in these 
hand woven slippers in the high 
grade stores. 

Another high grade slipper that is 
being pushed with success is the 
petit point embroidery on _ satin. 
These shoes are made of satin em- 
broidered in Europe, but the shoes 
themselves are fashioned in this 
country. One front strap model in 
white, black or blond satin, with 
petit point embroidery on the vamp 
and heels, is being offered by Shoe- 
craft at $35 a pair. 


New Heels 


Heels are getting a bit more at- 
tention. Cammeyer’s Fifth Avenue 
shop is showing a heel that is radi- 
cally different from the spike. It 
has almost as much curve as the old 
Louis heel, but is more slender near 
the base. Many five sided heels also 
are being shown in the high grade 
shops. 

Flowered linen as a material for 
women’s sport shoes is receiving 
more attention. 
recently devoted considerable adver- 
tising space to shoes of flowered 
linen, and last week J. & J. Slater 


e 


Men’s Light Weight Demand Good 


The light weight shoe for men is 
going over in New York, apparently 
much better than it is in most other 
parts of the country. New York 
men are showing a preference for 
a medium light weight rather than 
the extremely light weight shoes. 
Extremely light colors, such as 
blond, are making but little impres 
sion here. Black continues to sell 
in larger proportion than is usual at 
this time of the year. Button shoes 
for men are being shown, and they 
are being considered as a possible 
new note for fall. So far, they are 
restricted to the high grade lines, 
but it is understood that one of the 
chain clothing houses with shoe de- 
partments is putting in a line of 
men’s button oxfords and high shoes 
to sell around $10 a pair. These 
probably will not be “sprung” before 
August. 


New Regal Store 


The Regal Shoe Company has 
opened a new, large store at 1403 
Broadway. This is the location 











A new open shank oxford 
seen at Henning’s, New 
York, made of black suéde 
and pin seal with patent 
piping, black satin with 
black braid piping, or tan 
pin seal with oak leaf kid 
binding 


formerly occupied by the John 
Ward store for more than 15 
years. The Ward store recently 
moved two or three blocks lower 
on Broadway. The new Regal loca- 


John Wanamaker tion will be the largest of the Regal 


stores in New York, in floor space. 
Three extremely large windows 
face on Broadway. 
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Style B 1917 


White Glazed Kid three button four 
bar sandal. Goodyear welt. 14/8 
covered wood Cuban heel. Oak sole 
with a white welt. 309 combination 
last. 

In Stock 


Widths AAAA to EEE 
Sizes 24%. to 10. 


Price $5.75 


Extra for sizes 8% and 9 35c 
Extra for sizes 9% and 10 50c 


Orders of less than three pairs are 
25c per pair extra. 





TRADE MARK 


FO 
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The 309 Last in 
White Kid 


A very smooth white kid tannage on one of 
the shoe world’s best fitting combination 


lasts. 


White kid shoes should be retailed at a long 
profit. A shoe that fits perfectly will com- 
mand a longer profit than one that fits 


imperfectly. 


Retailers tell us that this 309 last of ours is 
just about the slickest piece of wood ever 
used for shaping footwear. 


Our white shoes will command any price 
you choose to ask. We have taken our time 
making them and they come to you looking 
as shiningly bright and clean as a brand new 


silver dollar. 


You can pay less than we ask for white 
shoes, without getting the cleansing and 


wearing qualities. 


You can also pay more than we ask, but you 
can’t buy better fitting qualities. 


Thousands of pairs on the floor, ready to 
ship. Obey that impulse, get yours now 
while the getting is good. 








gn 
165 N. Water St., Rochester, N. Y. 


Chicazo Office: 189 W. Madison St. 


When writing to advertisers please mention Boot AND SHOE RECORDER 
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Arch Aid Store Opens 


An Arch Aid Shoe Shop, under 
the supervision of the Menihan 
Company, of Rochester, has been 
opened at 38 West 39th Street, just 
west of Fifth Avenue. 


| | 
BOSTON 


Business 30 Per Cent Ahead 


The Merrill-Grover Shoe Shop 
has reported that its May business 
is 30 per cent ahead of that of the 
corresponding month of last year. 
Black kid, one and two straps are 
the biggest sellers; patent leather 
and suede are good sellers and 
white shoes are also selling well in 
buck, suede and canvas. The arch 
support shoe is also in heavy de- 
mand. This store makes a specialty 
of good fitting and carries a wide 
range of sizes and widths in regular 
and combination lasts. 


May Trade “Way Ahead” 


The Shepard shoe department, C. 
E. Ruggles, buyer and manager, re- 
ports that its May business has 
been way ahead of its May 1925 
business and that April was a rec- 
ord-breaking month. The same re- 
port was made to a Recorder rep- 
resentative by E. R. Abel, buyer 
for the Shepard shoe department, 
Providence, on a recent visit to 
Boston. 





Big Birthday Sale 
The shoe department of the C. F. 


Hovey Co., which recently cele- 
brated, by a big sale, in compnay 
with all of the other departments 
of this store, its first anniversary 
under the Jordan, Marsh Co.’s re- 
gime, went way ahead last week of 
its biggest week in any year. On 
Friday of the sale week, when all 
the department heads met, Buyer 
Charles C. Ferrers had the same 
report as all of the others—in fact, 
everything that the different de- 
partments sold during Saturday, 
June 5, was considered as “velvet.” 


Fewer Wrinkles Now 


Women’s shoes, like wom- 
en’s faces, show fewer 
wrinkles now. Ugly creases 
across vamps are rare. Lasts, 
more shapely, fitted better to 
the feet, and leather, more 
supple, bend with the feet, and 
then relax to smooth lines 
again. 








The enthusiasm was further 
brought about in this sale on ac- 
count of the fact that a former 
Jordan, Marsh man, Superinten- 
dent Walsh, is now head of the C. 
F. Hovey store; Charles C. Ferrers 
and others were former Jordan, 
Marsh Co. men. 


Windows are Effective 


Boston shoe windows are excep- 
tionally good this month. Each 
trimmer has produced a distinc- 
tiveness, as well as attractiveness, 
in these trims which have resulted 
in increased business. It would 
seem as though all clever ideas 
would have long since been ex- 
hausted, as “the Hub” retail shoe 
stores and shoe departments make 
such frequent changes in their 
windows and have produced effec- 
tive trims for many years, but 
something new is always “popping 
up” for added customer attention. 
As this is the month of gradua- 
tions and weddings, as well as the 
beginning of summer _ weather, 
white shoes have figured promi- 
nently in the showings. 


Brides’ Windows 


The June bride, represented by a 
doll, dressed in wedding finery, 
was the center of a white shoe 
window at the Jones, Peterson & 
Newhall Shoe Co.’s store during 
the past week. On Friday, the trim 
was changed again, so that other 
lighter colored shoes, and black 
were featured. The window of 
Jones, Peterson & Newhall is a 
long one and is divided into two 
sections, one section being devoted 
to men’s shoes, and the other sec- 
tion to women’s shoes. 


Wedding Canopies at Wilbar’s 


Wilbar’s shoe stores was artistic 
in fluted panels of white satin, 
daintily trimmed with white brides’ 
roses and asparagus. The center 
panel of the right hand window had 
a canopy, and on either side two 
white shield-shaped panels con- 
tained in the center of each a single 
white candle—the floor was draped 
with royal purple satin. This win- 
dow: featured white shoes. The 
window on the left hand had fluted 
panels and canopy in _ tea-rose 
shade, with sprays of roses and 
dainty green-colored shoes were 
featured in this window. 


In Ivory and Red 


This week Wilbar’s windows and 
interior featured the colors of ivory 


and American -beauty rose shades:- 


These colors were cleverly empha- 
sized in the inside wall cases, with 
drapes and. boxes of American 
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Two new Julienne models pre- 
sented by Franklin Simon & 
Company, New York, an oxford 
of real lizard iy beige or gray 
with applique of matching kid, 
and a pump of patent with ap- 
plique scrolls of gilded leather 
and beige kid 








beauty rose satin with white silk 
flutings, on which white shoes and 
white hosiery with the garnet 
stripe were arranged. 


A White Kid Trim 


The shoe department of the 
Shepard store during the past two 
weeks had a big all-white Vode 
kid window. There were one- 
straps, oxfords, sandals, right and 
left vamp pumps, and step-ins— 
some with block, Spanish, or high- 
spike heels. Some had a touch of 
black, or blond kid, pink or beige 
underlays, plain appliques, or fu- 
turistic appliques in simulated liz- 
ard. 


A Garden Tea Room Interior 


The Shepard Co.’s shoe depart- 
ment was given a tea-room garden 
atmosphere during the past two 
weeks, with white Vode kid shoes, 
in various patterns, shown in the 
window, and inside the store, on 
rustic tables and underneath rose 
entwined trellises. A grass rug, 
gaily striped awnings, umbrellas, a 
hammock with bright red cushions; 
and an attractive girl model, 
dressed in white lace costume, 
over green bouffant skirt; and 
wearing white Vode kid oxfords, 
with appliqued bands of same, and 
spike heels, were the principal fea- 
tures of the effective interior. 


Men’s Styles Featured 


The R. H. White Co.’s shoe de- 
partment has devoted a liberal sec- 
tion of its big Washington Street 
front to a display of shoes for men, 
with a neat blue and white card 
reading—“The Style in Shoes for 
Men.” A red velour drape formed 
a part of the floor and a tapestry 
sereen is used for a background. 
Light tan oxfords were featured 
prominently, with a goodly show- 
ing of black and a pair of white 
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oxfords, at the top of the trim, gave 
an added touch of distinctiveness 
to a recent window. 


A “Different” Trim 


Window Trimmer P. E. Thayer 
of Thayer McNeil Co., last week in- 
troduced a new feature for his usu- 
ally conservative windows, by way 
of an attractive bridge lamp, with 
decorative shade, and parlor table. 
These items threw into pleasing 
contrast the new models in foot- 
wear. Another new feature of both 
the women’s window and children’s 
windows were hand painted boxes. 
The women’s boxes are sold at 
about $3 apiece and at the side 
have a place for a card file to index 
the dainty shoes placed therein. 
The children’s boxes are made of 
wood, are painted in attractive de- 
signs to appeal to the little folks, 
and are sold at $8 apiece. 


Rose Kid Two Straps 


Among the new shoes at Thayer 
McNeil Co.’s is a rose kid two- 
strap; also a sandal with an em- 
broidered raffia vamp and parch- 
ment kid quarter high heel; still 
another novelty is a white kid dress 
sport sandal, the entire shoe 
“flowered” much like a hand paint- 
ed scarf. Some new numbers are 
noted here in sport hosiery of sea 
island cotton, fashioned to fit, in 
blue and white;“green and white, 
and beige tones; in silk and wool 
sport hosiery there are new shades 
in watermelon and daisy yellow, 
with white clocks; also the new 
Jacquard patterns in the imported 
lisles. 

An exquisite creation at the 
Roylston Street store of Thayer 
McNeil is in light blue and gold 
kid. 

Stocks Size 11, 


R. L. Upton, of the retail shoe 
store of Gillett-Upton, Inc., carries 
all sizes and widths from 1% up. 
The other day, a Chinese woman, 
a customer of his when he was as- 
sistant manager of the R. H. White 
Shoe Co.’s department, “begged to 
be fitted,” said Mr. Upton, “but she 
wanted the very latest in style 
with high heels and all the fixin’s, 
in size 181%.” For these shoes, Mr. 
Upton was obliged to put through 
a special order. 

He reports that light gray front 
gore shoes have been real favor- 
ites. 
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CHICAGO 


Sales Steady 


Whatever the cause of slack busi- 
ness in the past six weeks in Chicago 
shoe merchants have had little cause 
for complaint in the past week, for 
sales have been good and business 
steady. There is little to choose from 
in the style of the moment, for the 
choice of pattern falls upon the 
modes which have been firmly estab- 
lished through the spring season. 


Grays Good 


Grays have been particularly good 
and are probably the most often of 








Aut HAS MADE A LOT 
Lee, OF WJEMWLLS AWD HYOES’ 


Carl Sprigg, of Defiance, Ohio, 

who sent us this, says that the 

above cartoon “answers quite 

well the often raised question of 

‘What’s wrong —_ the shoe busi- 
ness?’?” 











all the colored shades seen on the 
street. To attempt to describe the 
vagaries of design or the variety of 
combination would be tempting 
Providence and questioning the in- 
genuity of designers in factory and 
store. 
Reptile Trims 


Reptile trims are extremely popu- 
lar. Scarcely a colored kid slipper 
is seen which has not been decorated 
over quarter or vamp with some one 
of the many variations to be found 
in the reptile grains. Colorful 
effects this summer promise to come 
as a result of freedom on the part 
of tanners in diverging from nature’s 
own color ideas in reptile markings. 

Futuristic slashes of leather, 
twined strips over strap and around 
the quarters—coil and twist over the 
vamp and strip and trim on the flar- 
ing and retiring tongue designs 
suffice to explain the adaption of 
trimming to the slipper mode today. 

One of the season’s puzzles in the 
extreme of the style is the panama 
slipper. There is something to com- 
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mend this extreme of the style to 
the wearer, but it isn’t practicability, 
though for the novel and the colorful 
according to the wearer’s taste, they 
have a salable feature. Many are 
seen woven of multicolored strands 
of the straw with a resulting effect 
that is audacious if nothing else. 
Tan shades of all varieties have been 
steady sellers in almost all grades, 
the high and the low priced. 


Interest in Men’s Light Weights 
Lags 


One of the surprises to the ob- 
server is the apparent lack of inter- 
est on the part of the men’s stores 
in the summerweight shoe idea for 
men. It is true that they have been 
featured, but with the single excep- 
tion of the H. A. Meyer store, little 
real effort has been made to sell the 
idea to men buyers. 

There has been a slight improve- 
ment in the men’s shoe sales in the 
past week and blond shades have 
been well favored. Light tans in the 
favored Chicago wide toed last prob- 
ably carry at least two-thirds of the 
volume. Blucher patterns, too, have 
had a revived call although not 
strong. 

The six to eight dollar grades in 
men’s footwear have been the best 
sellers and there seems a decided 
tendency on the part of the men 
toward the medium and low priced 
lines. 


Wholesalers and manufacturers 
generally have reported a steady flow 
of mail business, in some cases 
greater than the sales of salesmen, 
in the territory indication of a more 
pleasing liquidation of the stocks in 
the western center of the country. 


| MINNEAPOLIS | 


Whites Shown 


Whites are shown liberally in the 
windows of the women’s shops. In- 
different weather has interfered 
with the brisk trade looked for, but 
there has been a liberal amount of 
buying and when the weather is 
such as to justify their wearing, 
the dealers know that the women 
who have been holding back will be 
in for their share of white foot- 
wear. Many beautiful displays of 
whites, including those of display 
models, are shown along Nicollet 
Avenue, the principal retail street. 
Indeed it can be said that around 
Memorial Day, the whites and 
sports dominated the window dis- 
plays of all merchandise. 
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SALES OF “BOSTONIAN” SHOE CREAM 
JUMPED ELEVEN GROSS IN FOUR 
MONTHS AT ONE RETAIL STORE 


The store was not a big city store, but it displayed this pack- 
age where customers could see it and had sales force particu- 
larly call attention to the cleaning and polishing qualities on 
all fancy colored kid and calf footwear including black and 
tan. Scores of Shoe Manufacturers recommend it. 








$24.00 Per Gross 
Slightly more West of 
Rocky Mts. 
Less Trade Discounts 













“‘CUPID,’’ THE NEW WHITE 
LEATHER POLISH IN DE LUXE 
PACKAGE TO RETAIL AT 50c. 


Nothing like “Cupid” has ever been put on the market before. 
Removes dirt and grease instantly. Restores white leather 
to original softness and lustre. Leather of finest texture re- 
mains unharmed even after many applications. “Cupid” can- 
not be ignited by friction or fire. 

Per Gross 


We'll Ship Direct Where Jobbers Will Not Supply $48.00 
Slightly more West of 
WHITTEMORE BROS. °° ye Moe" BOSTON, MASS. Ph Rocky i 
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VALERIE 


“IN STEP WITH FASHION” 







For the Smart Trade 





UITE Parisian is this piquant 
Oxford Tie in Blonde Kid with 
fep Bois de Rose trimming—over our 

1300 Last with 19/8 Bois de Rose 
covered Spike Heel—same over our 
1900 Last with 14/8 Box Heel. 


Also made in all combinations of 












leather and fabric. 
MADE TO ORDER ONLY 


Four to Five Weeks Delivery 


W.H. LAMPE - 


eatin Shoe Co. 


SAINT LOUIS MANUFACTURERS U.S.A. 
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Poppe Moves 


Walter H. Poppe, proprietor of 
Poppe’s Booterie, has moved his 
shop a block farther west on Nicol- 
let, going from his former location 
at No. 929 to No. 1106. Mr. Poppe 
had been in his former location for 
nearly three years. His shop was 
equipped with one of the most 
elaborate sales rooms in the city, 
being on the order of a parlor. He 
has taken the same equipment to 
his new location, which has the 
effect of stretching the downtown 
retail section just a little farther 
out. 


Takes Vacant Window 


If there is anything in his neigh- 
borhood that C. M. Stendal, who 
operates two big downtown retail 
shoe stores in Minneapolis, will not 
stand, it is a vacant show window. 
A furrier next door to Mr. Sten- 
dal’s uptown store at 81 Tenth 
Street South moved out. The next 
day C. M. filled the window of the 
vacated store with a fine display of 
footwear. It gives him a wonder- 
fully attractive display sweep. 
Two years ago Mr. Stendal did the 
same thing when a store near his 
downtown shop near Sixth Street 
and Nicollet was temporarily va- 
cant. 

“Nothing like taking advantage 
of every chance to get your goods 
before the public,” says Mr. Sten- 
dal, “and at the same time make 
your business vicinity keep up ap- 
pearances by filling in the vacant 
places.” 








Diminishes the Size 

A Lynn maker has from a 
customer a letter which says: 

“Some how or other your 
shoes, especially your blacks, 
have the effect of making the 
feet look smaller.” 

Well, there is an art in mak- 
ing shoes, as well as of fitting 
them, that will diminish the 
appearance of their size. 








MILWAUKEE 





Business Satisfactory 


Milwaukee shoe _ stores have 


reached a point in the season where 
business is running along very sat- 
isfactorily. Shoes for a variety of 
purposes are moving at a very good 
rate, and dealers are very much en- 
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couraged by the activity of the past 
few weeks. In addition to the de- 
mand for patents and colored kids, 
there has also been a strong demand 
for whites, and marked activity in 
shoes of a sport character. Satins 
for weddings have shown some in- 
dication of activity, but particular- 
ly in cases where the white satin is 
dyed to match a bridesmaid’s gown. 
Satins for general use are very 
quiet. 

Hanan & Son report a very good 
business during the past few weeks, 
and the store recorded a nice in- 
crease for the month of May. Dur- 
ing the last week of May and early 
June white shoes have been out- 
standing at this store, due princi- 
pally that whites have been promi- 
nently featured in the window dis- 
plays. Women who bought whites 
during the latter part of May were 
apparently those who needed un- 
usual sizes to fit their feet and who 
have difficulty in getting fitted later 
in the season. Straps, particularly 
a narrow one strap pattern, have 
been the most popular style in 
whites, although there is also some 
call for a gore pump. 


Patents Active 


Patents have been second in ac- 
tivity at Hanan’s, having been in 
greater demand than colored kids 
recently. The latter have been 
moving in fair volume, but the de- 
mand has not been as persistent as 
it was earlier in the season. The 
belief is expressed that sport shoes 
are just beginning to find them- 
selves, and response to displays of 
sport types has been more notice- 
able than in previous years. Ox- 
ford styles are leading, but gore ef- 
fects in sport shoes have also had 
some sale. 


Colored Kids Leading 


Gimbel Brothers have been doing 
their biggest business in colored 
kids, in such shades as sauterne 
and parchment, but patents have 
been coming in stronger as the sea- 
son advances, particularly in styles 
with fancy trimmings of lizard or 
alligator. Whites have started to 
move during the past ten days, but 
this demand is not heavy so far, 
according to Charles E. Collar, buy- 
er and manager of the shoe depart- 
ments. 

In the children’s department the 
call has been for sandals and one 
strap slippers with patent showing 
up especially well. No change in 
demand is reported in men’s shoes 
which have been moving in good 
volume. ' 

The Campbell-Boll Co., which 
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opened for business a little over a 
year ago, has announced that the 
men’s department will be discon- 
tinued, and the entire space turned 
over to women’s shoes. The wom- 
en’s line was added when the firm 
took over the store. 





How to Sell More Buckles 


Here’s a good hunch on how 
to sell more buckles. At the 
Forsythe Shoe Shop in Balti- 
more, each salesman carries in 
his pocket a small rhinestone 
buckle. Whenever an opera 
pump is fitted the salesman 
clamps a buckle on the pump 
and if the customer shows in- 
terest, its mate is secured from 
the buckle counter. Many” 
buckle sales are made through 
this novel way of suggesting 
them to customers. 








“Our women’s business is get- 
ting so large that it is crowding 
out our men’s department,” said 
Clifford Campbell. “We have de- 
cided to give up the men’s line al- 
together and devote our entire at- 
tention to fine women’s shoes.” 


Tie Up With National Advertising 


Tying up with national adver- 
tising, the Hurley-Reilly Co., meg’s 
clothing, used a newspaper adver- 
tisement to announce that Phoenix 
hosiery is being extensively fea- 
tured in its hosiery department. 
Stressing the features of quality, 
reliability and price-rightness, the 
firm stated, “We have no hesitancy 
in placing our unqualified endorse- 
ment upon Phoenix because we 
know it satisfies remarkably every 
hosiery requirement.” A price 
range of 35 cents to $1.50 was 
quoted. 


Incorporate Business 


The Frame Boot, which opened 
for business at 506 Grand Avenue 
a little over a year ago, has filed 
articles of incorporation under the 
name of Frame Bros., Inc. Alex 
Frame, Morris Frame and Jeanette 
Frame signed the articles of incor- 
poration which placed capital stock 
at 150 shares of $100 each. 


ST. LOUIS 


Strong Run on Whites 


Hot weather came on with a rush 
during the week ending May 29, 
and with it came the demand for 


[CONTINUED ON PACE 82] 
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PATENT PRICES 
THAT CHALLENGE Seam 
COMPARISON Women's, Chrome, Patent One, Strap, in 


Gray Underlay, Rubber Toplifts. Sizes 
3-6%, 3-7, 4-7, 4-8. 


Look them over, men, and then get Price $1.60 
busy with an order blank. First re- 
ceived, first shipped! 


No. 500 


Misses’ and Child’s Patent One Strap, 
Chrome Patent Blonde Underlay. 


Misses’ Sizes, 1%-2.. Price $1.25 No. 265X 


8 ae agg | Cogeme, Totes weg tn w By 

Child's Sizes, -11.. ‘ Blonde Gun Metal an ray Underlay on 

. Price 1.15 Vamp and Quarter. Cuban and Low 
Heel. Sizes 3-6%, 3-7, 3-8, 4-8. 


Price $1.60 





“‘Always on the Job 
with the Jobs”’ 


S. ROSENBERG 
Q SON 


144 ESSEX ST. 
BOSTON 





No. 424 


Misses’ and Child’s Patent One Strap, 
Perforated all around. Rubber Toplifts. 


‘4 ee ’ Sizes -2.. Price $1.20 
‘ -six P cy Case Lots Onl Misses’ Sizes, 1114-2. . 
sa ing id % r Chila’s Sizes, 8%-11.. Price 1.10 


When writing to advertisers please mention Boot anp SHor REcoRDER 
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Business at Factories Spotty 


Some Centers More Active 





LYNN | 











Fall Models Showing 

More fall models are coming from 
the factories, as Lynners interpret 
movements in styles. There is, how- 
ever, much business in mid-summer 
novelties to be done. 

William F. Hooley has some inter- 
esting specimens of fall footwear. 
For formal dress wear, he has pumps 
of orchid ombre, green and gold 
alligator, silver and gray snake, big 
brown boa, and like fancy grains, as 
well as of gold and silver kid, and 
Paisley and brocade fabrics. These 
shoes are made over slender lasts 
of graceful lines, carrying heels up to 
20/8 high. All are bench made 
turns. 

Heavier Soles on Turns 


For street wear, Mr. Hooley has 
turns that look like welts, for they 
have plump nine inch soles, some- 
what broad shanks and blocky heels 
of wood. Uppers are of Russia calf, 
brown or black kid, or suéde and 
reptile, as well as of the new collegi- 
ate grains. These shoes are made 
in oxford, and one, two and three 
eyelet tie patterns. 

Mr. Hooley emphasizes tailored 
types of footwear for street wear, 
such as shoes which show seams and 
trims like those of the custom tailor. 
He makes a distinction, and a wide 
one between tailored types for after- 
noon wear, and dressy types for 
evening wear. 


Run of Colors 


Brown tones are strong in Lynn 
sample lines for fall. They are in 
grain finishes on calf and kid, suéde 
finishes on calf, and also, on reptiles 
and like fancy grains. 

Blacks, in patent, glazed and dull 
lustres, are in new prominence. But 
many manufacturers prefer to stick 
to colors. 

Many new leathers, for the -fall, 
are notable for the depth and clear- 
ness of their lustre. Tanners have 
worked up new finishes on blacks, 
browns and reptile grains. Bright 
lustre, but not patent, reptile grains 
are used with suéde leathers, to make 
a contrast with the dull nap of suéde. 


Winter Weights 


Winter weights are advocated, as 
a means to make a shape distinction 
between styles for winter and styles 
for summer. 

“Winter welts” is the term used 
by makers of Goodyear welts, who 
wish to emphasize the features of 
their lines. 

If summer weights and winter 
weights for men have proved profit- 
able, why not winter weight and 
summer weights for women? 


More Talk of Boots 


More talk of boots is heard in 
Lynn than a year ago. But if there 
are any boots in Lynn sample lines, 
they have yet to be shown publicly. 











Tercentenary of Shoemaking 


Thomas Beard, the first 
shoemaker of record to settle 
in America, arrived in Salem 
in 1629. Salem was settled in 
1626, and the city is preparing 
to celebrate its tercentenary 
during the first week in July. 
But the celebration of the ter- 
centenary of shoemaking will 
go over to 1929. Some shoe 
men of today may be inter- 
ested to know that Beard had 
his “house room and diet” at 
the expense of the colony, for 
the colonists considered him a 
valuable addition to the set- 
tlement. 











This does not apply to staple and 
health boots, which are as many as 
at any time during the last few 
years. 

Kid. leather tanners are urging 
Wellingtons. But it is a common 
Lynn idea that if boots come strong, 
they will be lace boots that support 
the ankles, and that also tend to 
reduce thick ankles. 


Shoes in a Week 


A Lynn firm has of late been put- 
ting orders into its cutting room 
Monday morning and delivering 
shoes Saturday morning. It made 
the shoes in five days. 

This is an emergency schedule, to 
accommodate buyers who wish last 


minute novelties for June sales. But 
the practice of it has become so com- 
mon that it begins to look like a 
regular schedule. 


New Fall Leathers 


J. S. Barnet & Sons, Lynn, are 
showing a new sample line of reptile 
and like fancy grains for fall. 


Reptile Demand Continues 


Embossers of Peabody continue on 
overtime schedules, which is a sign 
that reptiles will keep on running. 


Suede or Swedish Leather 


Gustavus Adolphus, the Crown 
Prince of Sweden, was here, tarry- 
ing for a while in the North Shore 
district. Whether or not his visit 
revives suéde leather remains to be 
seen. It is, however, the tradition 
that suéde leather originated in 
Sweden, and that the French named 
it “suéde” leather, “suéde” being the 


French word for “Swedish.” 
Factories Less Active 

The month opened with factories 
slightly less active than during the 
closing weeks of May. McKay shoe 
production continues in good vol- 
ume, but with a gradual decline in 
pair production noted. The season 
has already been extended several 
weeks beyond expectations. Very 
few orders are reported ahead. One 
or two plants are asking overtime 
work, but this is the exception 
rather than the rule. The between- 
season dullness apparently is in 
the offing. 

The local shoe and allied facto- 
ries went on summer working 
schedule this week. Working time 
during the months of June, July, 
and August will be five days of 
nine hours each. There will be no 
Saturday morning work during this 
period. The working schedule for 
the subsequent three months be- 
ginning September 1 is optional 
with the union and manufacturers. 
During the fall months Saturday 


morning work is available on ap- 
plication to the union. 
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She walks in beauty, 
“TILLIE” 


MODEL 3594 
ANOTHER EXCLUSIVE 
BRAUER CREATION 
FASHION STEPS SMARTLY INTO THE LIMELIGHT WITH THIS 
“CHIC’? PUMP CREATED IN WATER LILY KID WITH MID- 
NIGHT BLUE KID TRIMMING. 
BUILT OVER OUR SMART 400 LAST WITH 20/8 MIDNIGHT 
BLUE KID COVERED LONDON SPIKE HEEL. 
NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN OTHER COMBINATIONS 
LASTS AND HEELS TO ORDER 


BRAUER BROS. SHOE.G. 


ST. LOUIS, U.S. A. 


FASHIONERS OF WOMEN’S NOVELTY SHOES 
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EWPIE [WIN 


REG. U. S. PAT. OFF, 


EVERYTHING THE BEST 


FROM THE SMALLEST CONCEALED ITEM TO 
THE MOST IMPORTANT—FAST COLOR HOOKS 
AND EYELETS, BEST QUALITY LACES AND 
THREAD—NO SKIMPING ANYWHERE. THIS 
ASSURES SATISFIED CUSTOMERS. 


KEWPIE TWINS NEW FALL MODELS ARE READY 


PRICES ARE THE MOST ATTRACTIVE EVER 
OFFERED IN A STRICTLY HIGH GRADE LINE. 


KEWPIES ARE THE PIONEER HIGH GRADE 
LINE OF 


CHILDREN’S FOOTWEAR 








i 


MADE ONLY BY 


THE JUVENILE SHOE CORPORATION 


CARTHAGE MISSOURI NO. 87—PEGGY 
TH 
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Shoe Men Win Prizes 


The formal opening of the new 
Haverhill Country Club on Memo- 
rial Day found several of the 
prominent members of the local in- 
dustry participating. A special 
flag tournament was held for the 
official opening and among the six 
winners were Walter Gillette, dis- 
trict manager of the U. S. M. C.; C. 
W. Arnold, Jr., of the C. W. Arnold 
Cut Sole Co.; and William P. Moore 
of the LeBosquet-Moore Co. 


Stage Style Show 


During the first three days of 
June the Lynn Last Company staged 
an attractive style show for the 
benefit of Haverhill shoe manufac- 
turers at their local office in the 
C. W. Arnold Building, 18 Wingate 
Street. An attractive display of 
new lasts of all types was arranged 
for inspection with A. E. Goodwin, 
president of the firm and a staff of 
salesmen in attendance. The last 
display showed the medium to 
medium round toe lasts in first 
prominence. The prevailing styles 
for fall taken from this exhibit are 
13/8 and 14/8, although the com- 
pany reports some re-orders on 
16/8 to 18/8 styles. 


Acme May Move 


Representatives of the Acme 
Shoe Mfg. Co., Lynn, were in con- 
ference this week with officials of 
the local chamber of commerce and 
shoe men’s organiation, relative to 
removal of their business to this 
city. This firm is the third Lynn 
establishment to consider location 
here within the past fornight. Two 
firms, the Freedman Bros., Inc., 
and the Lynnway Shoe Co., are now 
in active production here. The 
Acme company is considering space 
in the Witherell & Dobbins factory, 
Washington Street. They will make 
approximately 50 cases of McKay 
novelties daily. 


New Ass’n Member 


The Haverhill Shoe Manufactur- 
ers’ Association announces as the 
latest addition to its growing list 
of subscribers, the Beaucage & 
Morris Shoe Co., 11 Walnut Street. 
The association now has a member- 
ship of 40 shoe manufacturing 
firms. 

B. N. Witham Dead 


B. N. Witham, pioneer wood heel 
manufacturer, this city, died May 
27 at his home, 38 Allen Street, 
Bradford, after a long illness. Mr. 
Witham first entered the wood heel 
business here under the firm name 
Witham & Bond, and has more re- 
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cently been affiliated with several 
independent enterprises. He was 
for several years treasurer of the 
Haverhill Wood Heel Manufactur- 
ers’ Association. 





BROCKTON 





Gain in Production 


The tendency towards warmer 
weather has proved somewhat of a 
stimulus here during the week past, 
and there has been a gradual in- 
crease in production. Notable 
among the factories which have 
experienced the boom is the Dia- 
mond Shoe Co., which, according 
to Supt. Henry Rubin, is run- 
ning to capacity of 600 dozen a day. 
The larger factories with in-stock 


eC ~~~ 


Started at $3 Per 


Hon. Frank G. Allen started 
as a boy at $3 a week, work- 
ing in the tannery of his 
father, Frank M. Allen, of 
Lynn. Now he is president of 
Winslow Bros. & Smith Co., 
Boston leather merchants, and, 
also lieutenant-governor of 
Massachusetts. 





departments report call orders for 
favored lines, which just now are 
tans, with some whites and sports, 
but the volume of business has not 
been up to expectations. 

Shipments of shoes, both men’s 
and women’s, are falling a bit be- 
hind last year to-date, this year’s 
figures for the first five months be- 
ing 180,046 cases as compared with 
203,675 cases in 1925. Total for 
May, however, was 32,206 as com- 
pared with 32,309 cases in 1925, 
showing a tendency to pick up the 
loss experienced through the ef- 
fects of the late spring. Most of 
this year’s deficit was chalked up 
during April and the Easter sea- 
son when this year’s monthly total 
fell behind nearly 10,000 cases for 
the month. 


Tans for Fall 


Designers at work on new styles 
continue to talk tans for men’s 
lines for early fall with a medium 
round toe. Tendency will be to- 
ward the darker shades. At least 
two big manufacturers will special- 
ize in oxfords as their women’s 
line leader this fall with fancy 
laces tipped with ornamentals. 
Step-in pumps will be done in con- 
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servative combinations of leather 
embellished with expensive novel- 
ties and buckles. Metal enhance- 
ments will be real artistic crea- 
tions. Straps will be included in 
some designs, but there will be a 
tendency to eliminate the excess 
of cut-out work which some feel, 
unless done right, is apt to cheapen 
a shoe. Reptile leathers have been 
such good sellers many shoes of 
this type will be tried this fall, 
both in combinations and in the 
many novel effects tanners have 
worked out. 


Frank Erskine Resigns 


Frank L. Erskine, for 30 years 
connected in an executive capacity 
with the W. L. Douglas Shoe Co., 
for more than 15 years as adver- 
tising manager, has resigned his 
duties, and will take a long rest be- 
fore again resuming business. He 
has not been in the best of health 
for many months. For the present 
the advertising work is being cared 
for by George B. Hendrick, sales- 
manager, who was recently chosen 
a director of the company. On his 
retirement, June 1, associates pre- 
sented Mr. Erskine a grandfather 
mahogany chime clock. 


M. L. Keith Returns 


Myron L. Keith, vice-president 
of the Geo. E. Keith Co., and Mrs. 
Keith arrived in New York last- 
Thursday from Europe where they 
have been mixing business with 
pleasure in a tour through practi- 
cally all the leading countries. Mr. 
Keith returned to the factory the 
first of the week. 


L. B. Weston Resigns 


Louis B. Weston, associated with 
Masterson Bros., last manufactur- 
ers, as a designer for the past four 
years, and formerly a partner in 
the Mawhinney Last Co., has _ re- 
signed, and will take a vacation for 
the summer before seeking another 
post. Reorganization of Masterson 
Bros. is expected within a few 
weeks following the death of one 
of the partners, James T. Master- 
son, the changes being held up un- 
til Mr. Masterson’s estate is pro- 
bated. 


May Get Brooklyn Concerns 


Brockton may get two Brooklyn 
shoe concerns now said to be more 
or less dissatisfied with labor con- 
ditions in that district as a result 
of communications received by 
John M. Long of the Joint Shoe 
Council requesting information as 
to possibilities of locating here. 
Mr. Long has refused to divulge 
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If YOU DID, you are indirectly responsible for this 
mishap. You can avoid this, and similar occurrences, by 
insisting on the use of ALPHA Woop HEEx Screws 
by your manufacturer. These screws are solving this 
annoying problem for the shoe dealer. 





Tests show that wood heels attached with ALPHA 

Woop Hert Screws are many times as strong as when 

nails are used. They hold the heel absolutely rigid, and 
Farsighted retailers forestall vain rs “1 specs . . . 
Hapa titel oh the oor ef eliminate possibilities of loosening, shaking or gaping. 
Apna Woop Hest Screws dy the Protect your customer and your business — specify 


manufaurer. Animportant little 
detail that will safeguard your ‘PHA Woop HeEeEx Screws when you place your 


customer and help create goodwill. next order. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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their names, but both he and other 
labor officials are offering every 
aid to bring the business to the 
city. 


Names Campaign Committee 


In keeping with Brockton’s cam- 
paign to boost Brockton-made 
goods, and particularly shoes, 
which constitute the city’s princi- 
pal industry, 
Bent has named a committee of 
leading citizens to devise ways and 
means best suited to carry out the 
project. Naturally shoe men pre- 
dominate. They are: Harold C. 
Keith, Geo. E. Keith Co.; Herbert 
L. Tinkham, W. L. Douglas Shoe 
Co.; John S. Kent, M. A. Packard 
Co.; William E. Doyle, Doyle Shoe 
Co.; Fred F. Field, Field & Flint, 
Inc.; Henry Rubin, Diamond Shoe 
Co.; Arthur J. Chase, Geo. E. Keith 
Co.; George B. Hendrick, W. L. 
Douglas Shoe Co.; Samuel Stone, 
Stone, Tarlow Co.; Max Wind, Leon 
B. Warner, Warner Box Co., and 
F. Harold Tolman, Tolman Print, 
Ine. 
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Factories Busy 


“Business is very good, and 
orders are coming in faster now 
than any time this year,” stated J. 
C. Johnson, sales manager of the 
Nunn, Bush & Weldon Shoe Co., 
manufacturers of men’s dress 
shoes. “Our orders are mostly fu- 
tures, but the favorable weather 
which resulted in movement of re- 
tail stocks was just what we need- 
ed to stimulate fall orders.” 

.The fall line at the Nunn Bush 
factory shows no radical difference 
from spring styles. A few snappy 
numbers have been added and ex- 
tra stitchings mark some of the 
others, but on the whole, the styles 
are much the same. 

“Business is continuing very 
good and mail orders have been ex- 
tremely heavy during the latter 
part of May and early June,” de- 
clared Robert J. Dempsey, sales 
manager of the Weyenberg Shoe 
Manufacturing Co. “We are just 
sending out a new line of fall sam- 
ples to our salesmen and we antici- 
pate very good response to our new 
numbers.” 


Feature Heavier Shoes 


Heavier types of shoes, including 
English taps and half soles are be- 
ing featured in the fall line from 
the Weyenberg factory which 


Mayor Harold D. 
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manufactures men’s dress shoes to 
retail at $5 and $6. A few new 
leathers, mostly grain leathers, are 
being introduced and a trend to 
slightly darker shades may be 
noted. 

“Immediate business is going as 
good‘ as ever, but we are now get- 
ting out an entirely new line of 
style shoes which should be on the 
road about July 1,” announced 
Fred A. Mayer, sales manager of 
the F. Mayer Boot & Shoe Co. 


Entire Mayer Factory on Women’s 
Production 


The entire Milwaukee factory of 
the Mayer Boot & Shoe Co. is now 
being used for the manufacture of 
women’s shoes, including Little- 
ways, turns and welts. From 40 to 
45 new numbers in the line of Mai- 
sonettes will be among the new 





Fitting a Big Belt 


Clerks, dealing with the fit- 
ting of shoes, may be inter- 
ested in the news that belting 
experts recently fitted a 708- 
Ib. belt to two big pulleys. 
They actually fitted the belt 
over pulleys and sealed it as 
fitted. 

This belt, which was made 
by the Henry K. Barnes Co. of 
Salem, is 85 ft. long, 40 in. 
wide and three-ply thick. In 
it are the backs of 62 Swiss 
Street. The hides average to 
weigh 110 Ib. each, totalling 
to 6820 Ib., or more than three 
tons, and they cost $1,750. 

This belt will travel at the 
rate of 4000 ft. a minute, to 
transmit 500 hp., and _ will 
serve for 18 years or more. 
Some genius with a bump for 
figures may be interested to 
figure out how far it will travel 
in its life. 





styles introduced at the beginning 
of July. About 15 new styles in 
Martha Washingtons are also being 
made up. These are of special in- 
terest because, in addition to main- 
taining the idea of a comfort shoe, 
the new styles are dressed up by 
fancy trims, wood block heels, 
touches of alligator and lizard and 
other novelty effects which give a 
style interest to the line. A more 
extensive line of growing girls’ 
welts will also be shown. 


Urge Package Rail Service 


Establishment of extensive pack- 
age freight service for Milwaukee 
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manufacturers is the aim of the 
Milwaukee Shoe Sales Association, 
and the question was again up for 
discussion at the meeting held the 
last week of May. Manufacturers 
in Chicago and St. Louis make use 
of this service, and local manufac- 
turers are endeavoring to secure 
the same service for this city. 


Seek Fake Salesman 


Claiming to represent the Cleve- 
lan Shoe Co., a fictitious firm, a 
man secured several hundred dol- 
lars from Milwaukee people on a 
“factory to consumer” sales plan, 
and is now being. sought by Mil- 
waukee police. The man obtained 
most of his money from two large 
garages of the city. Stating that 
he could sell shoes at about half 
price, he secured orders from 20 
men in one garage with down-pay- 
ments ranging from $1 to $5. At 
another garage, seven men paid 
$2.65 in advance. When the shoes 
failed to arrive, a letter was sent 
to Cleveland, but was returned un- 
claimed. 


| ST. LOUIS 


Business Improves 


While the month of May showed 
some decrease in shipments among 
the larger general line houses, 
June started off with a bang which 
groused the enthusiasm of many 
of the officials in the wholesale dis- 
trict. 

The salesmanager of one very 
large house stated that an increase 
of $500,000 was anticipated by 
their firm for the month of June. 
The International Shoe Company 
statement for the first five months 
ending April 30 showed a slight de- 
crease in sales over the correspond- 
ing period of a year ago. The net 
sales were $44,904,005.94. There 
is still some apprehension over the 
white situation and the in-stock de- 
partments advise that this foot- 
wear is not moving as rapidly as it 
should. But with the white busi- 
ness taking a spurt in the retail 
trade during the past ten days, un- 
questionably the stocks of the 
wholesaler will be well depleted by 
the end of June. 


Federal Bank Report on Shoes 


The report on general business 
conditions in this district has just 
been issued by the Eighth District 
Federal Reserve Bank. It has the 
following to say regarding the shoe 
industry: “Sales of the 9 reporting - 
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Sell Two pairs of shoes— 





and give One pair of 
Miller Shoe Trees 


OW much would it be worth to you to sell two pairs of shoes 
to the regular one-pair-at-a-time customer? 


Men’s business especially needs a stimulant to increase pairage. 
“Tans for day, blacks for evening,” has helped, but—is it not true 
that many of your customers do not have the shoes to live up to this 


ruling? 


Here is a good merchandising plan: Display and advertise the 
combination of a pair of black and a pair of tan shoes, and when 
bought together give away a pair of Miller Shoe Trees. 


The saving in overhead and the educating of your customer will 
easily offset the cost of a pair of shoe trees. 


Please write us for further details 


©. A. MILLER TREEING MACHINE CO. 


SHOE TREE DIVISION 
BROCKTON, MASS. 
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interests during April were 14.7 
per cent smaller than during the 
same month in 1925 and 7.7 per 
cent below the March total this 
year. Stocks on May 1 were 9.4 
per cent larger than on the same 
date last year, but 7.7 per cent less 
than on April 1 this year. Orders 
received since May 1 showed 
marked improvement and are run- 
ning slightly ahead of the same 
period in 1925. 

Prices of finished goods were un- 
changed as compared with the pre- 
ceding month, but raw materials, 
particularly hides, advanced. Fac- 
tory operations fell slightly below 
the rate in March. 


International Shoe Company 
Statement 


The statement of the Interna- 
tional Shoe Company for five 
months ended April 30, 1926, shows 
net income after deducting taxes of 
$4,251,946.82. Dividends paid for 
the period were $3,010,000, leaving 
a net amount of $1,241,946.82 car- 
ried to surplus or common stock- 
holders equity account, which now 
reads, $61,418,083.35, giving the 
common stock a book value of 
$66.76 per share. The net income 
after providing for preferred divi- 
dends shows earnings of $4.35 per 
share on the common stock for five 
months compared with $4.77 per 
share for the same period in 1925. 
Quick assets compared to liabili- 
ties show a ratio of 9.34. The 
ratio at April 30, 1925 was 9.13 and 
at November 30, 1925, 8.03. Net 
sales of $44,904,005.94 show a de- 
crease of $545,681.04 as compared 
with the corresponding period last 
year. 

The total ‘current assets, $51,- 
139,569.33, show an increase of 
$383,481.86 over last November, 
while current liabilities of $5,475,- 
111.87 show a decrease of 
$843,244.05. 


Steuber to Leave Senac 


George W. Steuber, vice-presi- 
dent of the Senac Shoe Co., has re- 
signed his position with the com- 
pany effective August 1. Steuber 
has been associated with. the com- 
pany since its inception. ‘J. J. Sen- 
senbrenner, president of the com- 
pany, stated Steuber had been as- 
sociated with him and his father 
before him for 18 years. 


Ellis and Sensenbrenner Going East 


Ralph Ellis, manager of the shoe 
department of Sonnenfeld’s, left 
Saturday for the East, where he 
will meet J. J. Sensenbrenner, head 
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of the Senac Shoe Company, which 
operates the Connenfeld’s depart- 
ment. They will visit New York 
and Boston to buy footwear in 
these centers. 


Big Week for Ault-Williamson 


Charles R. Williamson, president 
of the Ault-Williamson Shoe Com- 
pany, and head of the St. Louis 








Morris Gets Appointment 





N. K. Morris 
St. Louis——N. K. Morris, who 
travels in Louisiana, Mississippi, 


Alabama, Georgia and Florida for 
the Johansen Brothers Shoe Co., has 
been appointed assistant sales man- 
ager of the company, to assist H. G. 
Johansen in the sales end. 

His apppointment is no surprise 
as the results’ he has shown in this 
territory have been so outstanding, 
considering the short time he has 
been associated with the concern. 

Mr. Morris has had vast experi- 
ence in retailing, which knowledge 
will be quite beneficial to him in his 
work, as it has enabled him to suc- 
cessfully cooperate with his trade in 
a constructive and profitable way. 

Mr. Morris will continue to travel 
his territory and at the completion 
of each trip will spend his time at 
the factory where he will be able to 
better serve his customers. 








branch, stated that the week ending 
May 22 was the largest one in point 
of orders ever enjoyed by this 
branch of the company since they 
have been in St. Louis. He attrib- 
uted the phenomenal gain’ to the 
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fact that the St. Louis branch is 
becoming better known and used by 
many customers. Williamson left 
Monday, May 31, to attend the Cali- 
fornia Shoe Retailers’ Convention. 


Models for Fashion Show 


A committee headed by Norman 
McDonald, from the St. Louis Shoe 
Manufacturers’ and Wholesalers’ 
Association, together with members 
of other committees representing 
the wholesale district of Washing- 
ton Avenue, selected from some 
600 charming girls a number of pos- 
sible prospects, from which the 
models to be used at the St. Louis 
Pageant of Fashion this August 
will be picked. Further eliminations 
will be made at another meeting 
and then a final judging to select 
the thirty-five fortunate individuals 
who will strut their style on the 
runway. Other members of the 
shoe committee are Harry Johan- 
sen, president of the Manufactur- 
ers’ Association; Ed Hyde of the 
International Shoe Company, and 
Frank Mahler, secretary-treasurer 
of the association. 


New Factory 


The Cunningham Shoe Company 
have just leased a building con- 
taining 30,000 sq. ft. at 3825 La- 
clede Avenue. The company will be 
headed by James A. Cunningham, 
who has been associated in the 
manufacturing field in St. Louis for 
some time. G. B. Zaenglin, also con- 
nected in the wholesale field in’ St. 
Louis, has joined the company. 
They will manufacture women’s 
style shoes. 


Pied Piper Visits 
Providence 


PROVIDENCE, R. I.—The Shepard 
Co.’s shoe department, E. R. Abel, 
buyer, “put over” a big publicity 
stunt for its children’s shoes last 
week, when some 500 or 600 “kids,” 
wearing Pied Piper hats, and blow- 
ing horns, followed the “Pied Piper” 
through the store and around five 
or six blocks of the city. They were 
accompanied, for the most part, by 
their mothers, who. took a lively in- 
terest in the affair. 

There was a talk by the “Pied 
Piper,” and “For at least twenty 
minutes, the children owned the 
store,” said~Mr. Abel, in a recent 
interview. The representative of the 
Marathon Shoe Co.,; Wausau, Wis., 
who took the part of the “Pied 


Piper” said that he was much pleased 
with the good order, and the high- 
grade character of the participants. 
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[CONTINUED FROM PAGE 73] 


white footwear that has been lack- 
ing during the past three or four 
weeks. The weather was hot, not 
warm, and created a buying impulse 
that was enthusiastically received 
in all stores. The pick-up in the 
white field has been the best that 
has been noted since the introduc- 
tion of this footwear. 

With the announcement of the in- 
crease in whites, it is not to be un- 
derstood that colored kid footwear 
has perceptibly slackened. White 
sales have cut into;the demand to 
some‘extent, but most stores report 
them as being either as good or bet- 
ter than white. It has been the 
slowness of the white season that 
has caused the comment on their in- 
creased popularity during the re- 
cent hot spell. 

In one of the exclusive stores 
Monday and Tuesday were the first 
days wherein white ran alongside 
of color kid and toward the end 
of the week the pairs showed a de- 
cided majority in favor of white. 
An officer of the company stated 
that they did not regard this situa- 
tion with any great enthusiasm as 
they had many pairs of colored kid 
on their shelves to get rid of before 
they could feel at ease. 

The situation is no doubt caused 
by the heavy buying of colored kid 
and the feeling that they would re- 
place a good many pairs of white 
shoes. Whites, as has been stated 
in these columns on two or three 
occasions, were bought sparingly 
and the statement is heard often 
that operators realize they have not 
bought enough of them. 

During the past week comment 
was made that anticipation orders 
usually placed at this time are be- 
ing held up. Reptile kid shoes are 
more freely displayed. and where 
they are shown good results are 
being obtained. 


Men’s Trade Active 


The men’s trade is active and 
some increases are being men- 
tioned. Little or no change in the 
lasts have been observed except the 
extreme broad toes look modified. 
Tans in light weight and medium 
soles have the preferred choice. 

In the children’s field canvas 
shoes are having a big call. There 
is a good demand for the crepe sole 
effects in the cloth shoes. 


Represents Retail Interests 


Charles E. Williams, president of 
the C. E. Williams Shoe Company, 
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SHOES and RUBBERS 
Every Wednesday and Friday 











hon F-REYNOLDS Cow. 
BROCKTON, MASS. 
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SNAPPY SNAPPY 
ACTION! STYLES! 











T. W. Godsoe, Pres. 
W. G. Donald, V’ 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


06 SOUTH STREET BOSTON, MASS. 


¥ B. Jones, Trees, 
toe-Pree. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Beston, Mass. 














Beggs & Cobb, Inc., Boston, Mass. 





est Virginia 


Nota sntee ete for—but an Board osent 
eileen ordinary leather. 
Products Department 
WeatVirginia Pulp & Paper Company 
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BEST-EVER SILPPER CO., Inc, BROOKLYN, N. TY. 
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PARISTYLE — MFG. CO., _ 
New York Office, , o~y 1116, 28 ite. 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 

$24.00 per doz. and Up. 















turn; rubber heel; 
rights and lefts; 3 to 8. 


WM. SUMNER SMITH 














DR. CAMPBELL’S 
HEALTH SHOE 








Powell & Campbell 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
ick service is a time 
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attended the executive meeting of 
the Associated Industries of Mis- 
souri, held at Springfield, May 26. 
He represented the Associated Re- 
tailers of St. Louis at the gather- 
ing. 





LOS ANGELES 


Rush on Whites 


When the thermometer registered 
90 degrees of heat along the coast 
of California, white shoes came 
out with quite a run. In nearly all 
the cities and towns shoe stores 
felt an over-night impulse in de- 
mand for whites. The valley towns, 
situated back from the coast where 
the weather is always warmer, had 
been selling whites for some time. 
But it needed that little warm wave 
to set them going along the Pacific 
shores. 

Los Angeles had a very marked 
increase in sales beginning with 
the week of May 10. An observer 
on the streets saw a few white 
shoes worn by women. Suddenly 
the display windows blossomed out 
with whites. Before the week was 
out buying was quite active. 








Gain of 10 Per Cent 


One big store reports, and shows 
figures to substantiate, a gain of al- 
most 10 per cent in sales of white 
turns over the same week of a year 
ago. Most astonishing was the gain 
in white welts. This store shows a 
gain of almost 100 per cent in the 
sale of white welts over the same 
week of 1925. The shoes sold were 
of the better grades, ranging from 
$8.50 to $16.50 in price. 

In high priced shoes, running 
around $16 and up, sales have been 
steadily increasing. Some of the 
stores report sales even with those 
of last year with prospects of sub- 
stantial gains. 

There is no apparent uneasiness 
concerning whites. There are no 
large stocks in dealers’ hands that 
can be definitely located. Mer- 
chants seem to feel that there will 
be a good sale of white shoes, but 
no great overwhelming demand. So 
far your. correspondent cannot find 
any dealer who is disturbed over 
the situation or afraid of over- 
stocks. Conservative judgment 
seems to be that stocks may be 
short rather than in excess of the 
demand. One large operator said 
that he had provided ample stock to 
care for normal demands and was 
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URE _ Send for half pair $ 
samples; returnable 

ELLING our expense. No § 

TYLES obligation. : 

$4 to $6 sellers. : 

SAMUEL COHEN SHOE co ‘ 

72-82 Lincoin St Bo ton, Mass 7 

















IN STOC 
SLACK BALLET SLIPPERS 
Ladies’ 
$1.26 
$1.20 pr. 
Childs’ 
$1.15 per. 


SHOE 
147 Duane St) Mee You it. Y. 











PALLET SLIPPERS—IN 










of the unusual kind 
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Kid, Soft T. 
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CEON WEIC™ 


LOUIS J. COBLENTZ., Mgr. 


Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 








America’s Favorite 


Preserves Leather 
Beautifies Footwear 


Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N € 
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ALTERSON & CO. axe 


102? W 54th St . New York | ity } 









™““WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS- 

WAY, NEW YORK 


te for Agency Pla 
DA Posner, ae Ine. “4° WEST BROADWAY, WE mY. 











“ELAM” 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 

ROCHESTER, N. 


Boston Office, 183 > “Street 











Maker of Artistic 
Price and Sale Tickets 


Samples Mailed Free on 
Request 

140-142 weet BROADWAY 
NEW YORK 


Ne. 140— 
$2.75 per 100 Established 1903 

















shoe patterns 
FOR MEN’S FINE SHOES 
ARLE SHOE PATTERN CO. 
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standing by with a telegraph blank 
if he saw signs of going short on 
white shoes. 


Blacks Popular 


Colored kids are still in evidence 
although blacks are very largely in 
the majority along the main streets 
of the southern cities. 

The continued wearing of black 
shoes is one of the peculiar phases 
of the style situation in Los Ange- 
les. Along Broadway in this city 
one will see blacks in preponderant 
proportions. The percentage of 
blacks to all other colors is almost 
80 per cent. Patents are very pop- 
ular while black kids and other 
black leathers seem to be holding 
their own against the field. 

Trimmed patents are coming into 
vogue in the better grades. Some 
of the more exclusive shops are 
selling black patents trimmed with 
colors, at prices as high as $26. 


Trimmed Heels 


Heels covered with reptilian 
leathers hold the front line. Heel 
heights remain about the same. The 
extreme heights are not popular ex- 
cepting with the flapper trade. 
However, reptilian leather shoes, or 
trims, seem to be losing ground. 
The duplication of the snake skin 
shoe in cheaper grades has taken 
away its exclusiveness. The woman 
who demands individuality in her 
footwear will quickly abandon any- 
thing that gets into the hands of 
the general public. Thus the rep- 
tilian shoe will lose its hold on the 
trade that pays high prices for 
footwear. 

A prediction for autumn is black 
patents with small trim of colors 
and more simplicity of design. 


| SAN FRANCISCO | 


Whites for Women 


The increased strength of white 
is the most important development 
in the color situation in women’s 
shoes in San Francisco:in the last 
two weeks. Virtually every store 
reports whites exceeding the de- 
mand reported last May. White 
shoes for both street and sports 
wear are selling readily. The 
bootery is showing some unusually 
attractive custom-made. ballet san- 
dals of white calf with perforated 
vamps. Similar models are also 
being featured in patent and nude 
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calf. As a rule sauternes continue 
to lead in demand for street and 
afternoon wear with gray and 
decorated patents tieing for second 
place. 


Sees Satin Revival 


Black satin seems due for a re- 
vival, believes Jack Rogers of the 
Bootery, keen student of women’s 
styles. With smart Parisiennes 
sponsoring black, he predicts that 
American women, following suit, 
will choose satin rather than 
patent, which has been popular for 
the last two seasons. Already he 
is beginning to find a demand for 
satin one-straps with trims of 
black patent leather. By fall, he 
thinks, satins will figure prom- 
inently. 

Reptile leathers and trims, many 
dealers report, are selling even bet- 
ter than when first introduced this 
spring. S. A. Wochas, buyer for 
the Emporium, says that reptile 
trims are as much in demand for 
children and growing girls as in 
women’s sizes. He is one of the 
buyers who is ordering reptilian 
leathers for fall delivery. 


Reynolds Co. Opens 
Haverhill Branch 


The Reynolds Co. of Providence 
R. I., manufacturers of shoe orna- 
ments and jewelry novelties, an- 
nounces the opening of a branch in 
Haverhill, Mass. In this new plant, 
which is at 59 Washington Street, 
are being fabricated bows and other 
trimmings for shoes made mainly 
from leather products. The plant 
has been in active operation about 
one month and is sampling an at- 
tractive new line of ornaments. This 
move on the part of the Reynolds 
Co. was made necessary by requests 
from manufacturer customers for a 
supply of other types of ornaments 
which could be obtained at a point 
closer to the Haverhill factories 
than had previously been the case. 


New Association Members 


The campaign for new members 
by the Haverhill Shoe Manufac- 
turers’ Association goes on un- 
abated, and the membership com- 
mittee which is headed by M. T. 
Ornsteen, this week reports the ad- 
dition of the Bloomfield Shoe Co. 
and the Gilbert & Freedlander Co., 
to the list of subscribers. ‘The as- 
sociation now represents 40 of the 
leading manufacturing establish- 
ments of the industry. 
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All Horsehide 
—it’s a Work Shoe 


Sells 
Easily 


~—because it is 
different 

from 

any other 
work shoe 
made 


No. 744, shown 
is made from Wol- 
verine Cordovan 
Horsehide — leather 
made from the hips 
of a horse—tanned 
by our own special 
secret process, 
worked out through 
100 years of leather 
making—tanned in 





our own tanneries 
and made into soles 
in our own fac- 
tories at Rockford, 
Michigan. The soles 
are Wolverine 
Cordovan Horsehide 
—fiexible and com- 
fortable as a bed- 
room slipper. A 
shoe that will give 
months and months 
of wear and bring 

the customer 

back to your 

store for more. 


Price— 


$3.45 


The only ALL HORSEHIDE work shoe made so far as we 
know. Constructed from Wolverine Shell Cordovan Horsehide 
—the toughest leather known. 


Dealers everywhere write us that customers always come back 
demanding “another pair of WOLVERINES.” They want 
Wolverines because they are the longest wearing, most com- 
fortable work shoe made. 


Wear 1000 Miles and Stay Soft—that’s why they want them; 
that’s why dealers are building constantly increasing sales. 


Here you can buy these Wolverine Cordovan Horsehide work 
shoes—the leather that is exclusive because it is tanned by a 
secret process developed by us, and all this Shell Cordovan 
Horsehide is used exclusively in Wolverine work shoes. 


We sell direct to you Mr. Dealer. We control the making of 
the shoes from the raw hides to the finished product. We own 
and operate the tanneries and the shoe factories. This unified 
control permits us to make these ALL HORSEHIDE shoes to 
sell at popular prices. 


No one else can give you such shoes as these. Ask for a 
sample lot. Ask about our window displays, our special 
advertising to help you make more sales. Let us show 
you, as we have shown thousands of dealers, how we 
can help you make more profits with Wolverines. 


Wolverine Shoe & Tanning Corporation 
Rockford, Michigan 


When writing to advertisers please 
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PEG/STERED TRADEMARK 


A Safe Shoe 
to Stock 


The real profit in the shoe business is on 
shoes that the merchant knows are ready 
sellers today and will be tomorrow. 


The great majority of men want comfort- 
able, healthful support for the foot 
arches without a lot of added weight to 
carry. They like to steer the middle 
course as regards style. They want to 
pay a medium price. 


The WALKURE Shoe is just what most 
men want. 











Select Kid Uppers, “Rock Oak’’ Soles, 
Leather Counters and Box Toes, Wingfoot 
Heels, Bleached Calf Quarter Linings. 


IN STOCK 


759 Black Kid Blucher, Oxford 
528 Black Kid Blucher, 

784 Brown Kid Blucher, Oxford 
651 Brown Kid Blucher, High 


4A/AA—7%/12 3A/A and AA/B—7/12 
A/C and B/D—6/12 


CLINTON SHOE Mec. Co. 
CLINTON, IOWA 
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Two Seasonable White Numbers 


In Stock 


. for Immediate 
Delivery 


No. B-385—$4.25 No. B-392—$5.00 
White Linen Gore Pump White Calf Gore Pump 


(Wilson Process) (Wilson Process) 
269 Last 14/8 Wood Cuban Heel Temes 269 Last 14/8 Wood Cuban Heel 


White Goat Saddle 
Leather Bow 
Net 30 Days 








AAA—4¥, -8 B—3 -8 
AA—4 +8 C—2', -8 
A—3'4-8 D—4 <9 


AAA—44%,-8 B—3 8 
AA—4 8 C—2%8 
A—3%4-8 D—4 #8 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 




















Did You Ever Think of This? 


You probably have used equipment, shop- 
worn equipment, out-of-date models or prod- 
ucts which you do not want but which some 
one else would be glad to get hold of at a price 
under the market. 


Classified Advertising in the BOOT AND 


SHOE RECORDER will move them quickly 
and economically. See Classified Section for 


Advertising rates. 














When writing to advertisers please mention Boot anv SHOE Reconpex 
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The Hurba 
GOOD NEWS IS MAGNETIC 


The good news of Lape & Adler Shoes for Women draws 
customers like a magnet. 

Fill-your windows with the new L & A models and watch the 
quick-buying response! Women simply can’t resist these 
new fashion pace-setters. 

L & A Shoes are big sellers with long profits—and the pop- 
ular retail prices—$6.50 to $8—hits center for the bulk of t‘ve 
business. 


One of our men is now in your territory. Welcome this 
good news courier when he comes with the good news shoes. 


THE LAPE & ADLER CO. 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO aie 








Couriers of “Good News in Shoes” 


Dunbar Archer Phil Miller J. C. Thom 

B. J. Coens PB. A. MceGiffin T. 8S. Van a 

R, C. Crocker W. J. Keeffe J. R. MeNierney 

Ray Glascock Tom Talbott H. L. Lape, Ir. 

Paul J. Lee J. A. Spurlock W. T. Dickerson 
Dolph G. Hoyt Ray Jackson 


When writing to advertisers please mention Boot ann SHor Recorper 
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Ideally Quali- 
fied for This 
Pleasant, Prof- 
itable, Digni- 
fied Profession 


No profession has attracted shoe men and women more than has 
pr om seme Coming in daily contact with foot afflictions and dis- 

urbances they have been quick to realize the great possibilities of 
Ganesety. Today many of the world’s leading Chiropodists 
are former shoe men and women. They have followed up 
their valuable experience at the fitting stool with an aca- 
demic and clinical training and the result is that today 
they are earning from $5,000 to $15,000 a year. 


cp cniropody a Coming Profession 

Often Chir ists are leaders in the professional life of the commu- 
nity and hi ly viceding. publi by their medical colleagues. ‘I am aston- 
ished,” pow md ane ee health official at a Chir y con- 
vention when of the schooling a Chiropodist has before 
he begins to + on the work he embraces after graduation. 
Many physicians today turn their foot cases over to Chiropodists. 

The world today needs Chiropodists. The opportunities are un- 
limited. In the United States there are about 162.000 physicians, 
about 82,000 dentists but only coe 5,000 Chi s! A 
virgin field for young men and women! 


World’s Leading School 
To the prospective practitioner the choice of a school is highly im- 
ant. He wants a school that has graduated successful chiropo- 
dists, one that offers the most thorough courses, the best actual 
operating opportunities, surroundings that are congenial. 
All of these things and more he will find at Illinois College of 
Chiropody. This school is the largest and best equi in the 
world teaching this subject. It is now in its fourteenth successful 
year =e occupies an entire four story building. Instructions are 
id faculty, headed by John G. O’Malley, M. D., 
dent, of well known any scan chiropodists, surgeons, chem- 
orthopedists x-ray ¢ 


Largest Foot Clinic i in America 

At Illinois the student receives actual, practical training in the 
most remarkable foot clinic in the world. Over 16,000 foot cases are 
treated annually. Here he comes in contact with every known foot 
condition, the treatment of which he can observe and study. 

Ifyouseek a highly profitable, dignified professionalcareer, 
one inwhichyoucan makeexcellent feesin avery short time, 
Chiropody is the profession for you and Illinois is the school 


for you. 
Write for New Catalogue 


Write for illustrated catalogue giving information relative to 
courses, which are both day and evening, equipment, facilities, en- 
trance requirements, methods of earning money while studying, etc. 


ILLINOIS COLLEGE of CHIROPODY, 1327 N. Clark St., Chicago 
Gentlemen: — Please send me postage prepaid, latest catalogue 
and complete information relative to Chiropody and your school. 





Name 
Street and Number 
City. 








Mlinois Class Dissecting Foot and Leg 
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BROOKS BALLETS! 
NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 24 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


STOCK 
ar) 


SHOE MF G. ~ o& 
2. 6 Street Philadelphia, Pa. 


Tie Breakers 


ATLANTIC CITY 


Preferred—in Summer and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan. . 
and sensible rates withal. 


Sea Water Baths, Golf privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 
JULIAN A. HILLMAN, V-President 














Greecey Boupoirs 


There is no theory about my 

assertion that my line of bou- 

doirs are good sellers. I. know 

for a fact that sales at retail 

have in many instances in- 

creased from a small start to 
something great. 
Women prefer a qual- 
ity line of boudoirs, 
and that’s mine. 
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GROPING IN THE DARK 


Time was when the purchase of advertising space was 

a “blind groping in the dark.” Advertisers had no 
> A a of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just &. _ an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 

















When writing to advertisers please.mention Boot AND SHoz REcoRDER 





June 12, 1926 BOOT AND SHOE RECORDER 


Write today 
for our latest 
color card— 


per > showing the 
——~ latest in Fall Colors 


Joint Style Committee Color 
Recommendations * * * in 


Colored Velours Calf 


Committee’s Colors P. & V. Colors 
Sauterne Sauterne 
Plaza Grey Plaza Grey 
Rose Beige Rose Beige 
Stroller Tan Amber 
Marsala Tawny 


Other P. & V. Colored Velours, Shades 


Parchment Autumn Blonde 
Stone Apricot 
India Tan 


EVERY YEAR ACALF YEAR 


PFISTER & VOGEL | EATHER Co. 


When writing to advertisers please mention Boot ann SHOE RECORDER 
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The proud possession of an old 
New England family 


The “Argyle” 


Brought to this country by one of the “East 
Indie-men” some one hundred and sixty 
years ago, this beautiful bit of China is one 
of the treasured possessions of an old New 
England family. Reflecting the best of 
craftsmanship it has endured through the 
vicissitudes of the Revolution, the War of 
1812, and the more modern history of 
this country—what its previous history was 
no one knows. Up there in the central 
portion of the: china closet, it stands secure 
in its Prestige, the prestige of fine crafts- 
manship. 


Fine craftsmanship is the basis of the 
Prestige of the EDWIN CLAPP SHOE. 
First produced in 1853 ic has survived the 
yicissitudes of shoe manufacturing—always 
maintaining its principles of “Highest 
Grade Only” and always remaining true to 
the standards established by its founder. 
Its Prestige is the product of its principles. 


Highest Grade Only 


ESTABLISHED 1853 


EAST WEYMOUTH, MASS. 
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CHANGES IN BUSINESS 





CORDELE, GA.—W. G. Gleaton (“Pride 
Department Store”), shoes, etc., re- 
ported sold out to P. B. Gleaton. ah 

Cuicaco, ILu—Joseph J. Lippin 
(7156 W. Grand Avenue and 1419 Ful- 
lerton Avenue), shoes, -discontinued 
store at 1419 Fullerton Avenue. 

Abraham Stern (8412 Burley Ave- 
nue), shoes, etc., reported sold out to 
Lipshitz & Sosin. 

Ben Waxman (5736 Milwaukee Ave- 
nue), shoes, etc., reported sold out to 
B. Applebaum. 

Dwicut, Inu.—Seabert Bros., shoes, 
etc., succeeded by Elmer Seabert. _ 

MISHAWAKA, IND.—FEsper_ Saieg, 
shoes, etc., reported sold out here; re- 
moved to Joliet, Ill. 

Boston.—Leo Finkelman (38 Market 
Street, Brighton District), shoes, and 
repairing, formerly at Gardner, Mass., 
recently commenced business here, suc- 
ceeding E. Freedman. 

BEVERLY, Mass.—Criterion Shoe Co., 
women’s shoe manufacturers, reported 
liquidating. 

Boston.— Harlan F. Hussey, cut 
soles, recently commenced business at 
216 High Street. ‘ 

SALEM, Mass.—Brown-Perkins Shoe 
Co., shoe manufacturers, incorporated 
with authorized capital of $50,000. 

SPRINGFIELD, Mass.—I. Miller Co., 
shoes, etc., incorporated with author- 
ized capital of $50,000. 

STONEHAM, Mass.—P. Cogan & Son 
Co., shoe manufacturers, reported sold 
out. : 

GARDNER, Mass.—Leo Finkelman, 
shoes and repairing, reported sold out 
here; now at Brighton, Mass. 

LOuUISVILLE, Miss.—Sharp & Greer, 
shoes, etc., dissolved partnership; suc- 
teeded by H. C. & M. A. Greer. 

New York City.—Joseph Donovan 
(278 Tenth Avenue), shoes, reported 
selling or sold out. 

Henry Wilson, shoes, incorporated 
with authorized capital of $5,000. 

TRENTON, N. J.— Walter Clesielski, 
shoes, etc., reported sold out to Peter 
Kristofik. 

NEw YORK Yl wy pony 
857 Longwood Avenue), shoes, dis- 
ae partnership; succeeded by Rob- 
ert Jacobson. 

Sir Harry & Son. shoes, etc., incor- 
porated with authorized capital of 
$10,000. 

Yonkers, N. Y.—John Parisi, shoes, 
and repairing, reported selling or sold 
out. 

CoLumBus, Nes. (and _ branch).— 
Baer Shoe Store Co., Inc., shoes, branch 
store at Central City operated as Baer- 
Allen Co., taken over by The Booterie. 

CINCINNATI, OHIO.— Doty Clothing 
Co., shoes, etc., incorporated. 

Unron, S. C.—Jolly’s, shoes, etc., in- 
corporated with authorized capital of 
$10,000. 

WHEELING, W. VA.—Joseph Hase- 
nauer, shoes, reported sold out. 

URG, VA.— Hopkins Bros. & 
Sandler, Inc., wholesale shoes, suc- 
ceeded by Hopkins Bros. 


Business Reverses 


SANTA BARBARA, CAL.—J. W. Quick, 
shoes, reported assigned. 

NEw HAVEN, CONN.—Harry A. 
Walker (Silver Slipper Shoe Store) 
(86 Orange Street), shoes, reported pe- 
titioned into bankruptcy. 

West HAVEN, CoNN.—H. V. Fein- 
mark, shoes, reported petitioned into 
bankruptcy. 

SAVANNAH, GA. — Sawilowsky Bros. 
& Co. (Hole-in-the-Wall Shoe Store) 
(309 Broughton Street), shoes, re- 
ported petitioned into bankruptcy. 

CHICAGO, ILL.—Busy Bee Shoe Stores, 
Inc. (4608 Sheridan Road and branch), 
shoes, reported petitioned into bank- 
ruptcy. 

B. Kite Shoe Co., Inc. (2307 W. Mad- 
ison Street), shoes, reported petitioned 
into bankruptcy. 

HAVERHILL, Mass.—Howard E. Wis- 
well (formerly Wiswell & Porter), re- 
ported individual petitioner in bank- 
ruptcy. 

VIRGINIA, MINN.—M. K. Baer & Co. 
(M. K. Baer, sole owner), shoes, etc., 
reported offering to compromise at 20 
per cent. 

GREENVILLE, Miss.—M. L. Solomon 
(Est.), shoes, reported offering to com- 
promise at 25 per cent. 

PATERSON, N. J.—Richard List, Inc. 
(52 N. Main Street), shoes, reported 
meeting of creditors was scheduled. 

OMAHA, NeEB.—L. Graetz (c/o Gold- 
stein Chapman Co.) reported offering 
to compromise at 25 per cent. 

KINGSTON, NEB.—H. E. West Shoe 
Co., shoe manufacturers, reported as- 
signed. 

BROOKLYN, N. Y.—Dora Adler (250 
Livonia Avenue), shoes, reported as- 
signed. 

New York Ciry.—Bertwell Shoe Co., 
Inc., wholesale shoes, reported peti- 
tioned into bankruptcy. 

CANTON, OHIO.— Harry H. Weiss 
Co., shoes, etc., reported petitioned into 
bankruptcy. 

OnI0.— Harry Cohen 
Street), shoes, etc., re- 


CLEVELAND, 
(486 E. 125th 
ported petitioned into bankruptcy. 

HENRYETTA, OKLA.—J. Davis (“Met- 
ropolitan Clothiers”), shoes, etc., re- 
ported petitioned into bankruptcy. 

QUARRYVILLE, PA.—Quarryville Shoe 


Co., Ine., shoe manufacturers, re- 
ported K. Carrigan appointed receiver; 
reported liabilities, $250,000. 

JOHNSTOWN, Pa.—Sarah Alexander, 
shoes, etc., reported petitioned into 
bankruptcy. 

MEMPHIS, TENN.—John E. Colbert 
(84 N. Main Street), shoes, etc., re- 
ported offering to compromise at 25 
per cent. 

DENTON, TEX.—Richard & Sons, 
shoes, etc., reported assigned. 

HUNTSVILLE, TEX.—Jesse E. Bryan, 
shoes, etc., reported offering to compro- 
mise at 40 per cent cash. 

La GRANGE, TEX.—J. Smith, shoes, 
etc., reported petitioned into bank- 
ruptcy. 
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Better Shoes for Boys 
How J. Fisher of Houston Sells ’em 


HE old battle of a father not 
wishing to spend good money 
for a boy’s shoe “Because he kicks 
them out so fast,” is solved in a 
large measure by J. Fisher of the 
Solo Serve store in Houston, Texas. 
The Solo Serve is situated down 
in the market district and caters 
mostly to the farmers and working 
people, usually on a price appeal. 
This phase must be taken into con- 
sideration to fully appreciate the 
difficulty facing Mr. Fisher when 
trying to reconcile the boy’s own 
style requirements and the father’s 
limited purchasing ability. 

Now for the test of salesmanship 
on the part of Mr. Fisher. In seven 
cases out of ten, he convinces the 
father that the boy should have the 
dress shoes to wear for best, then 
turns about and convinces the boy 
that he should wear a composition- 
soled scout shoe for school and play. 
Such a combination at a cost of 
seven or eight dollars will wear a 
boy three times as long as they 
would if they’ were purchased at 
different times. Under such condi- 
tions the boy is satisfied with the 
cheaper shoes when he knows that 
he has a better pair in reserve to 
dress up in, and the economy of the 
deal is proved to the father. Result, 
a satisfied customer that will tell 
other parents. 


Illinois Retailers to Meet 
July 6, 7 and 8 


An outstanding feature of the an- 
nual convention of the Illinois Shoe 
Retailers Association which will be 
held in Peoria on July 6, 7 and 8, 
will be a style show and discussion 
lasting from one hour to one-and-a 
half hours at each business session. 

Many of the leading manufac- 
turers in the Middle West are send- 
ing style representatives and pattern 
men to intelligently discuss the new 
fall thoughts in the shoes shown. 

We are assured a big representa- 
tion from the Illinois Shoe Retailers. 
The Shoe Travelers Hotsy Totsy on 
the evening of the first day of the 
convention will be the fastest even- 
ing’s entertainment ever staged in 
Peoria. 

Those who know Peoria and its 
reputation for hospitality can formu- 
late some idea of the good time in 
store for those who attend the con- 
vention. 
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Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. - 
Otherwise insertion will be put over to the following week’s issue. Ss! 
sta >in WANTED . 75 When advertisers desire answers to come in our care _ 
per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- Tu 
LINES WANTED Abe vertisers desire replies forwarded direct to their address, “ 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- Gin 
ALL OTHERS i vertisement and paid for accordingly. ful 
7c per word. Minimum Charge $1.25 Shi 
ALL DISPLAY SPACE Payment in advance is required, except when regular ~s 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. W 
Chi 
in 
e} 
con 
SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED ex} 
Co. 
CALF * wor 
GENUINE Has Your Contract Expired? ws 
SKIN SHOES canrearae Wi 
We are making changes in several desirable territories. Our Wy 
$3.50 less 5% discount. . : Me: 
In Other Words $3.32 4-_Net. new Fall line now ready. We carry all styles in stock. Ex- — 
perienced men, with clean records, interested in Young 7 
Selivery. Gut from red Rusping’s asd Men’s $4.00, $5.00 and $6.00 Retail hould I full 
cart * schmidt Plum Fine Grain, en’s e 9 ° an le e ers snou app y peri 
uine in, (not Veals, nor i i ; A. 
ther), but Getulne Onif Skin, with directly and at once with complete details to the =: 
ok tects Seca he ae ee = 
est, tanned by” American Osk, PORTAGE -SHOE MFG. COMPANY W. 
2S So ie = Milwaukee, Wisconsi com 
record for 1925 was — diar 
~: 
ot | 
sellers are not permit to remain in nm +» 
Sp saleomen Wieh extsbuuched tooke, Agua — 
ie. 
i Seariare tse Sonie's tate 4 SALESMEN WANTED IN SEVERAL TERRITORIES Pte 
shoe salesman. A few unfilled terri Experienced men with following to sell the On commission basis or special arrangem2nt will R 
— — of yy kT a Chil- be _—— — oe —— — ec 
rs’ he : ¥ in os 
COBLE SHOE COMP. ANY = all ‘have specially treated» fexible ——~ aliens. — a A 
umbold: ‘ennessee t it; 
H t, T In A. gh. a ee Replies strictly confidential. all 
FARGO-HALLOWELL = CO., 1701-1707 N. Robey St., Chicago, Ill. ing 
ELEPHONE—HUMBOLDT 0199 and 
Chic 
SALESMEN WANTED SA 
SALESMEN WANTED Sout 
with established territory to sell A manufacturer of women’s sport welts We have an unusual op- Kent 
— line ae medium has openings for a | few high | grade Nort 
tati mly those with success- 2 - . 
priced a Oo ties. Carried ful record desired. Write giving full ex- portunity for a man with gon, 
in Ss rictly commission perience and territory desired. All re- es ~ i 
basis. Liberal terms. Must be plies” treated “confidential, Address a good following to sell Chil 
a producer. States open—Ken- waded. Gan Geuth Stnsct, Deston, . . 9 7% 
tucky, W. Virginia, Ininois, Neva- a oo Cs See ee our line of ladies’ fine turn 7% 
da, Arizona, New Mexico, Utah, ° eter, 
North and South Dakota, Minne- shoes. Only a reliable S 0 
sota, Iowa, Georgia. man with good references N“ 
and 
Add C-158. ile 
dice “Recorder Pub. Con ‘OT Salesmen Wanted need apply. lines, 
South St., Boston, Mass. Shoe 
for South and Southwest BROOKLYN SHOE CO. 
with established business, on a strictly 10 Forrest St., Brooklyn, N. Y. Pr 
———— a na of = 1 ae 
tu lines in Brooklyn. n ¢ ee 
Our Fall Line with non-conficting line. All correspond 
e dential. tat resent connec- 
tion and past experience. Xadress C-167, IRGINIA, , West, Virginia, Washington, D® 
care oo an oe ecorder, aryiand, ennsyivania, ew ersey, ew at} 
Ready May 22nd 239 West 39th St., 9th Floor, England States, Washington, D. “C., Oregon, one 
We want to secure the services of sales- New York, N. Y. Colorado, Kansas, Wisconsin, Michigan. —Stitch- ferret 
men who cover their territory close and down shoe factory with a complete line of wa 
have established trade in the following children’s, men’s, boys’ and ladies’ shoes, 60 ¥» 
territories: Georgia, Alabama, Florida, numbers, to sell to department and retail shoe 
Louisiana, Ohio, Indiana, North Carolina. stores. Wanted residential salesmen_with es- we 
Fastest selling line of school, dress and ANTED—Salesmen with established shoe tablished trade to take as side line. References sho 
play shoes on the market. ‘Every pair trade in Kentucky, Middle and West Tennes- past and present. Address C-148, care Boot ines 
Pg go — Ry om ities gee. Ys irginia, ain, W ost Ye pie eer cooeipel ——— and Shoe Recorder, 239 West 39th St., 9th 147, « 
’ na, abama an ississippi to se’ 
connection, ete. the ee -GARTEN” nationally advetiod floor, New York, N. Y. St., 
a line of Misses’ ild’s an nfant’s exible 
RAMSEY’S, INC. Stitchdowns as a side mee. — ‘acturer’ 2 = ANTED sal for 1 6; eatin ‘edies’ if 
Hf t 1 ments—li salesman tor lowest pri 1 
347 Rider Avenue gy Write Sail particulara ‘ 5 first om ribbon Ri mpaar ood oppor = J - T™ 
4 ‘ess - care cen commission Sis ‘uni ‘0 Recor 
New York City Bese 7 od "Hecavder, 207 South St., Bos- pd To. ae Slipper Co be Prince St., i 
ew or’ ° 
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"WANTED TO PURCHASE 


WANTED salesmen to carry a manufacturer’s 
line ot popular priced McKay Novelties 
either exclusively or in connection with other 
non-competing line. State line carried at_pres- 
ent if any and give reterences. Address C-146, 
care Boot and Shoe Kecorder, 207 South St., 
Boston, Mass. 


GHOE SALESMAN WANTED — Experi- 
enced shoe salesman with established 
trade for Wisconsin, Minnesota and the Da- 
kotas for strong specialty line of women’s 
Turns, McKays and Welts. Have established 
trade; want strong, energetic, competent man 
who can increase business; line ready July Ist. 
Give experience, lines handled, references and 
full information in first letter. The Cahill 
Shoe Company, Cincinnati, Ohio, 











WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of infants’, 
Children’s and Misses’ Turns and Stitchdown 
in Indiana, Illinois, lowa, Kansas, Arkansas, 
Texas, New Mexico and California on 7% 
commission basis. Give full information as to 
experience in your first letter. The Rehr Shoe 
Co., Orwigsburg, Pa. 





WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of boys’, girls’, 
women’s and children’s popular priced McKays 
and Flexible Welts in Kentucky, Tennessee, 
Mississippi, Iowa, Missouri, Southern Illinois, 
Wisconsin, Minnesota, Kansas, Nebraska, 
North Dakota, South Dakota, Montana, Idaho, 
Wyoming, Colorado, Utah, Nevada, New 
Mexico, Arizona, pom and Washington. A 
manufacturer’s in-stock proposition that goes 
big here in the East. Liberal commission. 
Non-conflicting side line or whole time. Give 
full information as to qualifications and ex- 
perience in your first letter. Lines now ready. 
A. W. Smith Shoe Company, No. 111 Beach 
St., Boston, Mass. 





WANTED —Live wire salesman with estab- 
lished trade to represent us on a strictly 
commission basis in Alabama, Arkansas, In- 
diana, Iowa, Kansas, Kentucky, Louisiana, 
Ohio, North and South Dakota. Line consists 
of fast selling, snappy women’s novelty Mc- 
Kays at $3.35 to $4.50. Applicants must be 
in a position to finance themselves and cover 
territory in a car. References must accom- 
pany application, otherwise will not be con- 
sidered. Address C-168, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





A SIDE LINE salesman wanted to carry a 
good paying commission line for immediate 
and fall business. State what line now carry- 
ing in first letter. Address C-169, care Boot 
and Shoe Recorder, 189 W. Madison Street, 


Chicago, IIl. 


SALESMEN WANTED—For Eastern. Penn- 
sylvania; Michigan, Wisconsin, North ana 
South Dakota, innesota, Iowa, Nebraska, 
Kentucky, Ti _Mi i, Alabama, 
North and South Carolinas, Washington, Ore- 
gon, Colorado, Arizona and New Mexico, to 
carry our popular priced line of novelties in 
Children’s Turns and Stitchdowns, sizes from 
1 to 5 in First Steps up to Misses 11%4/2’s. 
7% commission, stock proposition. Samples 
now ready. Flexible Shoe Company, Roch- 


eter, N. 


NORTHERN OHIO, also Michigan, exclu- 
sive of Detroit and vicinity, Men’s Dress 
and Work Shoes, stocked in Detroit, “Trade 
Builders,” “Spring Arch” and “World Beater” 
lines, on strictly commission basis. Brandau 
Shoe Co., Detroit, Mich. 


HELP WANTED 


DEPARTMENT HEAD for shoe department 
in New York Department Store. Must be 
active and alert and able to handle help. 
Knowledge of popular priced business pre- 
ferred. Write J. D., Roomt 1105, 1270 Broad- 
way, New York, N. Y. 




















FOR RENT FOR RENT 


FOR RENT 


Three Very Desirable Sample Offices in 


“The Heart of the Shoe and Leather District of Boston” 
Corner Lincoln and Essex Streets 
Heat, Light, Passenger Elevator and Janitor Service Included. 








NATIONAL FABRIC & FINISHING COMPANY 
58 LINCOLN STREET, BOSTON, MASS. 








Unusually Desirable Office and Salesroom for Rent 


Centrally located in middle of New York City shoe 
district. Light, commodious rooms, where one line 
or two non-competing lines could be displayed. 


C-161, Care Boot and Shoe Recorder, 239 West 39th St., 9th Floor, 
New York, N. Y. 














FAS : let ee wa high | spate only 
in leadin igh class clothing an aber- 

dasher in estern Maryland city of 35,000 FOR SALE 
population. Store successfully established fif- 
teen years. None but responsible and _thor- 
ough shoe men need apply. Address C-171, 


wed omy Shoe Recorder, 207 South St., FOR SALE 


Cash Register made for Shoe Business. 
LINE WANTED 3 drawers, Electric Run following keys 
RB and E. Cost, Finding, Specials, 
: , ubbers, Shoes, Received on Account, 
WANTED—A good line of women’s snappy Paid outs, Charges, Registering 1c. .~ 
‘ McKay shoes to retail at from $6 to $9 $99. The last word in a machine. Must 
or the whole of Canada. Thoroughly experi- be seen to be appreciated. Address 
Sek: see, See Se west Sf sotgsenens. Ad- C-162, care Boot and Shoe Re- 
ress C- care an ecorder, 207 . 9 
South Street, Boston, Mass. — a 





























WANTED—By high grade salesman, ladies’ 
_ line to retail near $7.00 to $10.00. Only 
° -=y of seonest ok and pues for larger 
rade considered. erritory ifornia, where 
for over ten years (with one line) have had P OSITION WANTED 
a > Se an > = ee 
consider adding Salt e City or ashing- ANTED—Salesm ing T isi- 
ton and Oregon. Best reasons for wishing to ana, Oklahoma eo Te —_ 
change. Fully able to do own financing. Ad- Present firm liquidating. (Young Men’s 
dress W. R. C., 615 Underwood Bldg., San Welts.) Can sell any class of shoe making 
Francisco, Calif. Only interested in firms that will cooperate 
and appreciate a seasoned road man. Address 
WANTED—Either a popular priced line of —s gare, Boot and Shoe Recorder, 207 
; women’s McKays or children’s and grow- ates St., Boston, Mass. 
ing girls’ medium priced welts to sell the 
New | Sg er ora os novelty 
turn line for the tter class retailer in 
Greater New York. 15 years’ experience call- MISCELLANEOUS 
ing on this trade. A business getter. Draw- 
ing account against c issi References. 
Address C-166, care Boot and Shoe Recorder, 
239 W. 39th St.. 9th Floor, New York, N. Y. 
































ER WINDOW 
je WE or 
Traimes Amonth Caras 


FOR SALE 





WO young men to learn fittin orthopedic 
shoes. Write stating your qualifications and 
lines of shoes you have handled. Address C- 
147, care Boot and Shoe Recorder, 207 South 


St., Boston, Mass. 











A PROFITABLE shoe business for sale at a 


sacrifice price. Address C-165, care Boot > > > ’ 
and Shoe Recorder, 207 South St., Boston, RECORD! R SHOW CARD SERVIC! 
Mass. 80 W. Uadison $t.-Chicago 








FOR SALE—Going shoe and clothing store 
4 in Western Pennsylvania town that is grow- 
ing fast. Resort and manufacturing town. uU R 
Large storeroom, long lease, low rent. Will ™ = —_ -¥ Service. There are 
stand strictest investigation. Twenty-eight Shee Geen m which the Boot and 
years in business. Going to California. Ad- oe Kecorder can serve you. Write 
dress C-163, care Boot and Shoe Recorder. us your problems. 

207 South St., Boston, Mass. 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 


—_____ 











\ / 
The big H-W line 


of shoe store chairs 
covers all seating 
needs. Investigate 
our free seating 
service. 





Aeywood Wakefield 


Baltimore, Maryland Les Angeles, Calif. 

Boston 45, Mass. New York, N. Y. 

Baffalo, N. Y. Philadelphia, Pa. 

Chicago, Illinois Portland. Oregon 

Kansas City, Me. San Francisco, Cal. 
St. Leuis, Missouri 








Ladders 


to suit any shelving 
condition. 


Get our prices before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
_ ST. LOUIS, MO. 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 
























































WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or 
of shoes or other 

quantity. “prompt attention given. 
KIRSCH-BLACHER CO., Inc. 


€22-624 Broadway, New York, N. Y. 
- Phone Spring 1443 








[ Sell Us Your Left Over 


New Yor« Export Purcnwasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











ATTRACTIVE 
SHOE CARTONS 


clusive shoe trudc 
PRICE- SERVICE-OQUALITY 
THAT SATISFY 
“ee " 
Ok Cano Q 51 rs cLUSIVE! y) 


2/% LEXINGTON AVE 
BROOKLYN N.Y 


Complete = of Koby mB. = request, 
| 


—SNAKES-— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 
LEATHER DE LUXE Co. 
47 West 34th St., New York 


“Largest Importers 
Nowelty Leathers” 

















Show Carton 
Labels - 


Tile 


Je = i 


LMBER f OMMERCE 






































Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
oo for ety cm 


en Co 
Gece Anny sv. 
CINCINNATS, O 


BB rere hstores @ Show Comes 














cone 
Co. 

boro 
facto 
of tl 
by th 
to th 
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MISCELLANEOUS 


MISCELLANEOUS 








P 
87 East 28th Street 


Fans—For Stimulating Lend pees Business 


These Fans assorted in 7 designe, thographed it oese. Has your 
“AD” on back, which WILL BE SEEN HOUSAN 
Send for descriptive circular and prices of quantities. 

“Cain a Lap on Your Competitor” 


RETTY SOUVENIR ADVERTISING COMPANY 


New York City, N. Y¥. 








BUCKLES--NOVELTY MATERIALS 


For the most 
Exclusive 
Custom 


“AIGLON” 
Shoe Trees 
Patented 


Genuine 
GOLD auu 51LVER KID SHOES 
renewed by AIGLON SHOE CREAM 


50c. a jar 
APRILE—IMPORTER 


8. 
61 West 50th St ew York 














WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. 
tities 


e 

Wire or phone us. 

confidential. Established 1890. 
UBERG 


MAX GLA 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods. etc. Dry Dock 03863 














CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
City 


591 Broadway, New York 
Phone Canal 6940-6941-6942-6943 











Seek Brockton Plant 


BrockTtoN—Bernard T. Boylan, 
well known in the shoe trade, and one 
of the most prominent shoe factory 
superintendents in the East, has been 
in Brockton for several days in the 
interests of the Poscus-Rosenwas- 
ser Shoe Co. of Brooklyn, N. Y., 
seeking a suitable factory for the 
manufacture of boys’ shoes for 
which he says the concern he rep- 
resents has a good market. Just 
now he is discussing the Preston 
B. Keith Shoe Co. plant which has 
been idle since the merger of that 
concern with the Whitman & Keith 
Co. Later he plans to go to Marl- 
boro to look over the Ross Shoe Co. 
factory made idle by the removal 
of the business carried on there 
by the Conrad Shoe Co. of this city 
to the Conrad plant at Campello. 


Lloyd with Utz & Dunn Co. 


William Lloyd, who has formerly 
been house salesman for the Utz & 
Dunn, Company of Rochester, has 
recently been appointed a member of 
its traveling salesforce. “Bill” Lloyd 
left the factory immediately. after 
the recent sales convention, with a 
complete line of new samples. 

Before joining the Utz & Dunn 
Co.’s salesforce, “Bill” was engaged 
in the retail shoe business and is 
well qualified to advise merchants as 
to styles, lasts, patterns, and new 
developments. 

Len Van de Vate, formerly with 
the Piehler Shoe Co. and prior to 
that with the Bolton Shoe Co., suc- 
ceeds “Bill” Lloyd as house salesman 
for the Utz & Dunn Company. 
“Len” is also popular with the trade. 


Bradley on Production 


HAVERHILL—President Everett 
Bradley of the Haverhill Shoe Manu- 
facturers’ Association, commenting 
on local production, declared that 
McKay production in the city was 
very encouraging to the industry, 
and that turns are coming strong. 
Welt output, itis admitted, is not up 
to the volume it should be, but spe- 
cial effort will be made in the fall to 
push these lines. 


E.-J. Gets Contract 


The Endicott Johnson Corpora- 
tion, St. Louis Branch, has been 
awarded the contract by the Com- 
missioner of Indian Affairs, United 
States Department of the Interior, 
for supplying shoes to the Govern- 
ment’s various Indian reservations 
during the next fiscal year. 

The award is for 48,758 pairs of 
shoes, and covers virtually all of 
the women’s and children’s shoes, 
as well as a large part of men’s 
and boys’ requirements. 


Harry Weiss with J. Weiss 


Harry J. Weiss, formerly of Levy 
& Weiss, is now connected with J. 


Weiss Shoe Co., Inc., 106 Reade 


Street, New York City. 


95 


James Sells Devine & 
Yungel and Burling- 
ton Lines 


Thomas W. James, with sales office 
at 189 West Madison Street, Chicago, 
covers Chicago and _ surrounding 
territory with the lines of The 
Devine & Yungel Shoe Mfg. Co. of 
Harrisburg, Pa., who make chil- 
dren’s, misses’ and growing girls’ 
welts, and that of The Burlington 
Shoe Mfg. Co. of Burlington, N. J., 
who make children’s turns. Mr. 
James has a complete range of 
samples of both of these lines on 
display. 

For thirty years, James was con- 
nected with the merchandising of 
children’s shoes in the West. He is 
well known and popular among shoe 
buyers. 

He says that a big favorite with 
retail shoe merchants is the arch 
support shoe in the Harrisburg line, 
which has a riveted Crawford arch, 
and long inside counter over a spe- 
cial measurement combination last. 


New Firms 


HAVERHILL—Important additions 
in new firms continue to be made to 
the local industry. The Strafford 
Shoe Co., Inc., Dover, N. H., is the 
latest to locate in the city. This firm, 
with a daily capacity of 30 cases of 
women’s McKay novelties, will em- 
ploy 100 hands. The firm has 
leased a floor in the Essex Asso- 
ciates factory, 112 Essex Street. 
The members of the firm are 
George Sherwood, well known 
Dover business ggan, and Morris 
Finger, this ok ere with the 
Greenstein Shoe Co. 


Lambert Will Probated 


By the will of Meyer Lambert, 
New York, who has held a large 
interest in the Hurley Shoe Co., of 
Rockland, one-half of allthe shares 
of capital stock he held is turned 
over to William M. Hurley of 
Rockland, a member of the com- 
pany, with the provision he pay to 
the Lambert estate the difference 
between -the book value and the 
par value of the stocks. John J. 
Hurley of Brockton, another mem- 
ber of the firm, is given a life in- 
terest in the remaining half and 
at his death the stock will go to 
William M. Hurley or the latter’s 
children, three in number. The will 
was probated through Surrogate 
John P. O’Brien of New York City 
on May 26. Maurice A. Stephen- 
son of New York was named ap- 
praiser of the estate. 
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REPCO STRETCHERS 


Standard Equipment 
In Every Good Shoe Store 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 





iiiiies COMPLETE stock of Repco customer more initial satisfaction -and 
STRETCHERS is a distinét asset 


to every shoe store. To have 


promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 


: «= all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 











individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 


dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 





STRETCHER in a new shoe will give the use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City | 

















a —— 





Whén writing to advertisers please mention Boot anp SHor RécorpER 










BOOT AND SHOE RECORDER June 12, 1926 














It’: never so good 
but it might be better! 


At least, that’s the view of the thousands of delegates who 
gather year by year at the Conventions of the Associated 
Advertising Clubs of the World. And it is just because those 
Conventions help to make better business, that the delegates 
do gather, in ever increasing numbers, year after year. 


And that claim could be apes by definite evidence if it were 
a 


necessary. But look at the facts for yourself, and then judge whether 
the claim is not eminently reasonable. This year, for example, the 


TWENTY-SECOND ANNUAL CONVENTION 


OF THE 


Associated Advertising Clubs of the World 


PHILADELPHIA, JUNE 20—24 


will be attended by delegates from all over to exchange knowledge, to — ideas— 


the world. The Australian delegation is al- is there any room for wonder that they come 
teady on its way. British, French, Spanish, year after year? Think of the potentialities of - 
German and many other delegates are regis- such a Convention. Can you conceive of a 
tering, and in addition there will be thou- roblem likely to arise in your business that 
sands of men and women from all over this os not almost certainly confronted one or 
country. And every one of them is en- other of these. sands of delegates? 
gaged in the great allied businesses of And they are conung to tell you, for 
advertising and selling. They are com- your express benefit, how they solved 
ing to discuss one another’s problems, it! Many of these men are 


leaders of the 7 world’s business 


The sessions will last from morning till late afternoon; the evenings will be given to the 
full enjoyment of the wonderful social functions planned by the Entertainments Committee. 


Whether you are a member or not, your local Advertising Club will 
gladly let you have full particulars; or you can write to us direct. 


ASSOCIATED ADVERTISING CLUBS . 383 Madison Avenue - New York 
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